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DRIVE GETS ROUSING SENDOFF 


ICC Proposal Seen Aid to Truck Sales 


Sparks 


ee 
Like Father, Like Son 
Another Hollerism 
Seiberling Saga 
“Chew Battle Ax Plug” 


By 
Chris Sinsabaugh 


HRASE-MAKING is an art 
that pays dividends, if said 
phrases are applicable to what 
you are trying to do and the 
short-cut to what you are trying 
to drive home to your listeners. 
In reality a 
sorta shorthand. 
Take the con- 
ductor, for in- 
stance. One of 
his favorites is 
“great oaks 
from little 
acorns grow.” 
Bill Holler, 
Chevrolet’s sales 
es chief, is also 
, given to grab- 
Bill Holler bing quotations 
and he found a good one that a 
certain gentleman named Words- 
worth wrote, “The child is father 
to the man,” which hits the nail 
directly on the head in describ- 
ing Chevrolet’s latest effort to 
broaden its quality dealer pro- 
gram, its course for sons of deal- 
ers, a new idea injected into its 
school of modern merchandising 
and management. Which sug- 
gests to me that “the boy of to- 
day is the man of tomorrow.” 
* ok 4 
TO ME THIS seems one of the 
most constructive ideas hatched 
by Holler in connection with mak- 
ing provisions for the future. Tak- 
ing the words out of Holler’s 
mouth, “it means that the sons 
of dealers are being given an op- 
portunity to obtain practical, spe- 
cialized business training rivaling 
in value the courses offered in 
any university in the land. It 
means that new and true blood 
is constantly being infused into 
the Chevrolet organization. 
“And, since ‘the child is father 
to the man,’ it also means that 
these young men—no children, but 
star student-dealers — will father 
an even greater Chevrolet selling 
organization tomorrow than the 
one we know today. 
“Building men is management’s 
greatest responsibility.” 
* cg ob 


THERE YOU have in a nut-: 
shell the idea back of the schools 
for dealers’ sons that started on 
Tuesday of this week in Detroit. 
The first of these classes is made 
up of three sons from each of 
nine regions, making 27 in all. 
From now until April 20, when 
the final examination is to be 
held, they will be given the works. 
They will be taken through sev- 
eral plants to start with to see 

(Continued on Page 19, Col. 1) 


Easing of Grants| ; 
on New Operation} 


Asked of Congress 


ICC Suggestions Would 
Also Cut Red Tape 
On Unifications 


By William Ullman 
Staff Correspondent, ADN 


WASHINGTON.—Changes 
in the Motor Carrier Act of 
1935 which should accelerate 
sales of trucks are proposed 
in a report to congress by 
the interstate commerce commis- 
sion late this week. Outstanding 
among the suggestions was one to 
give the commission power to ap- 
prove temporary grants of au 
thority to motor carriers for new 
operations pending a public hear- 
ing and study of the proposals. 

The commission pointed out 
that as the act now stands it is 
necessary, before new operations 
of a trucker can be undertaken, | 


to obtain from the ICC a certifi- | 


cate of public convenience and 
necessity if the proposed expan- 
sion is that of a common carrier, 
or a permit if it is that of a con- 
tract carrier. The act now pro- 
vides that public hearings must 
be held and considerable time 
generally elapses before final 
authority is given. 

Cases arise, the ICC told con- 
gress, where urgent need for 
motor truck service develops sud- 
denly, and an emergency some- 


(Continued on Page 6, Col. 4) 


Shapiro Succeeds 
Faeh as General 


Manager of CATA 


CHICAGO. —Samuel B. Shapiro 
this week was named general 
manager of the Chicago Automo- 
bile Trade Assn., succeeding the 
late Al C. Faeh. 
News of Sha- 
piro’s appoint- 
ment was made 
by Harry T. 
Hollingshead, | 
president of the | 
organization, 
following a 
meeting of the 
board of direc- 
tors, who gave 
the choice 
unanimous ap- 
proval. 


S. B. Shapiro 


For the past five years, Shapiro | 


has served as executive secretary 
to the Authorized Ford Dealers’ 
Assn. of Chicago, which he helped 
to organize in 1933. Before that, 
he was assistant general manager 
of the Chicago safety council. 
During his affiliation with the 
Ford dealer group here, Shapiro 
worked in close co-operation with 
Chicago Automobile Trade Assn. 


on 


ADN Photo by Norman York 


WHILE THE FIRST ADVERTISING broadside was being fired, 


K. 


T. Keller, president, Chrysler Corp., and Edsel Ford, president, 


Ford Motor Co., faced the mike Thursday night, pledging their sup- 
port to National Used Car Exchange Week. Ford’s talk was picked 
up from Miami over the CBS hookup, while Keller spoke in Detroit. 
Left to right: Duncan Moore, commentator for WJR, Detroit CBS 
outlet; Keller, and A. vanDerZee, general sales manager, Dodge. 


Trend of Finance Terms 


Special to Automotive Daily News 

WASHINGTON. A decided 
improvement in the trend of in- 
| Stallment terms allowed in the 
purchase of both new and used 
automobiles is announced this 
week by the commerce depart- 
ment. This conclusion is based 
upon a study conducted by its 
marketing research division and 
the trend conforms with recom- 
mendations made to the industry 
by President Roosevelt and ac- 
cepted by the major financing 
companies. 

The investigation covered deal- 
ers in 82 cities. In regard to 
sales of new automobiles, accord- 
ing to the findings, conditions 
prevailing in the reporting cities 
indicate a definite shift from 
minimum down payments of less 
than 30 per cent, particularly 25 
per cent, in December, 1936, to 
the 331-3 per cent classication, 
which included 79 per cent of the 
cities last December. Maximum 
terms were also found to have 


The Top Raw | 
PASSENGER CARS 


First Ten in Registration 
as Reported in ADN Today. 


1938 1937 
Pos. Make Pos. | 
1—31,912 Ford 55,863—1 | 
2—30,080 Chev. 46,618— 2 | 
3—14,578 Plym. 34,651— 3 | 
4— 8,924 Buick 11,816—6 | 
5— 6,347 Dodge 17,131— 4 | 
6— 5,843 Pontiac 12,616— 5 

7— 5,362 Olds. 12,021— 7 
8— 3,090 Chrysler 5,006— 9 
9— 2,756 Packard 4,980—10 
10— 2,496 Hudson 6,896— 8 


Total All Makes 
123,248 226,456 


For complete standing of all makes, 
see page 17, this issue. 


Shows Sharp Im provement 


been restricted from 36 months in 
a few cases, but particularly 24 
months, to 18 months. Fifteen 
per cent of the reporting cities 
indicated definitely prevailing 
terms of 18 months in 1936. Last 
December the proportion had 
risen to 46 per cent. 

In the used car field the largest 
number of cities, 48 per cent in 
1936 and 54 per cent last Decem- 
ber, reported 331-3 per cent as 
the prevailing minimum down 
payment. Eleven cities reported 
more than 331-3 per cent down 
payment in 1936, while in 20 cities, 
or 24 per cent of the total, had 
the higher down payment last 
December. The report observes: 

“There was a marked contrac- 
tion of terms from the 18 months 
and 24 months classification to 
the 12 months and 12 to 18 
months classifications, which ac- 
counted for 24 per cent of the 

(Continued on Page 8, Col. 4) 


Used Car Purge 
Gets Co-operation 


‘Of Dealers, Press 


Concerted Compaign Seen 
Putting Nation Back 
On Its Feet 


By Pete Wemhoff 
Associate Editor, ADN 


DETROIT. — Backed by 
unprecedented promotion 
and preparation, the “go” 
signal swung up today (Sat- 
urday) on the industry's gi 
gantic National Used Car 
change Week, which aie 
through Mar. 12. 

That the drive, costing car 
manufacturers $1,250,000 in pro- 
motion alone, will help put the 
nation back on its feet through 
the eye of the used car needle, 
not only is the aim of the indus- 
try but likewise the belief of out- 
side observers. The latter is 
premised on good weather and 
co-operation of dealers, the public, 
press and radio; the former is a 
question mark, the latter a fact. 

On the eve of the campaign, 
leaders of the industry threw 
their personal indorsements be- 
hind the drive in the daily press 
and over the air. Highlighted 
were national network talks 
Thursday night by Edsel Ford, 
president of Ford Motor, and 
K. T. Keller, head of Chrysler 
Corp. 

Earlier in the week similar ad- 
dresses were given by Alvin Mac- 
auley, president of Automobile 
Manufacturers Assn. and of 
Packard Motor, and William S. 
Knudsen, president of General 
Motors. Press indorsements in- 
cluded those by E. M. Lied, presi- 
dent, National Automobile Deal- 
ers Assn.; Charles R. Hook, 
president, National Assn. of 
Manufacturers, as well as those 
by Knudsen, Ford, Keller and 
Macauley. 

From ADN’s cross-country sur- 


(Continued on on Page 2, Col. 1 2, Col. os 





Dodge’s Feb. Car, Truck 
Sales Double Ra: Total 


DETROIT.—Car and truck 


orders received by the Dodge di- 
vision of Chrysler Corp. during 
the fourth week of February reg- 
istered another daily-average gain 
this time of 20 per cent, over the 
preceding week. 

Compared with orders received 
in the corresponding week of 
January, the daily order average 
shows an increase of 85 per cent. 

The 20 per cent increase in fac- 
tory-received orders is practically 
paralleled by a 17.8 per cent rise 
in retail deliveries reported by 
Dodge dealers for the week end- 
ing Feb. 26. 


There is, according to A. van- 
DerZee, general sales manager, a 
noticeable pickup in the rate at 
which dealers are balancing in- 
creasing retail deliveries by aug- 
menting their stocks through fac- 
tory orders. 

Hand in hand with increases in 
new car and truck deliveries go 
gains in sales of used vehicles of 
which Dodge dealers delivered 
37,232 in February as against 34,- 
824 in January, 1938. Dodge deal- 
ers’ used vehicle stocks are now 
given as 9,855 less than they were 
at this time a year ago. 


| 
| 
| 
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Industry’ Ss Used Car Drive Gets Big Sendoff 





Used Car Purge 1 


Gets Co-operation | 


Of Dealers, Press| 


(C ieatianed from Page 1) 


vey of the situation, it is readily | 
apparent the drive, biggest co- | 
operative effort in history of the 
industry, will get the best pos- 


National Used Car Week 


and General Motors with it, 
recommends that car owners 
with old model cars and high 
maintenance 
costslook 
over the of- 
ferings of 
splendid re- 


Company Heads Endorse 


our country’s future. We are 
passing through a period of re- 
adjustment. When that phase 
has been 
completed we 
are certain 
that the 
country again 


value, Chrysler Corp. believes 
used cars of relatively low 
mileage are better automobiles 
than people generally realize. 

“This particular season—the 
months immediately following 
the introduction of new mod- 
els—is an especially favorable 


Edsel Ford, president Ford 
Motor Car Co.: 

“The Ford Motor Co. and 
its dealers 
are solidly 
back of Na- 
tional Used 
Car Exchange 


sible sendoff. Parades, junker 
bonfires, civic holidays and proc- 
lamations, special displays and 
tieups, heavy promotional activi- 
ties on part of newspapers and 
radio stations—all these are on 
tap or already carried through. 


In Detroit, opening of the big 
-week will take the shape of 4a/| 
civic holiday. Initial gun will be | 
fired Saturday morning with a | 
two-mile long parade, including | 
400 cars, 50 floats depicting his- | 
tory. of industry since 1900, 
10 sound cars and 20 bands and | 
drum corps. 


* Additionally- the Detroit Auto 
Dealers Assn. is planning a huge | 
junkers bonfire next yrs famed 
night on Belle Isle, city’s famed | 
playground. Upwards of 200 anti- 
quated vehicles will be burned, | 
according to H. H. Shuart, man- 
ager of the DADA, who also esti- 
mated that around 75,000 used 
cars will be on display in Michi- 
gan next week. About 35,000 of 
these will be exhibited in dealer 
showrooms in the Detroit area. 


Following are reports of ac- 
tivities in other sections of the 
nation, as covered by ADW staff 
correspondents: 


Chicago 
By Mel Adams 
Staff Correspondent, ADN 


CHICAGO.—A week of feverish | 
activity marked preparations| 
among Chicago dealers for Na- 
tional Used Car Exchange Week. | 


The lead was taken Monday} 
when H. T. Hollingshead, presi- | 
dent of the Chicago Automobile 
Trade Assn., called a luncheon| 
meeting, attended by a number) 
of key men _ representing all 
makes of cars. 


The session wound up with 
plans for carrying through on) 
suggestions made by the Autemo- 
bile Manufacturers’ Assn. for 
pushing the drive to the limit, in- 
cluding a series of parades, pla- 
carding of dealer windows, distri- 
bution of handbills, support of) 
civic officials and organizations, a 
barrage of newspaper and radio 
publicity, individual efforts by} 
dealers among their prospects, 
and a number of other attention- | 
getting features. 


Metropolitan newspapers have 
done an outstanding job in build- 
ing up advance interest, and are 
prepared to carry through during 
the week with promotions of vari- | 
ous sorts, editorials and news 
stories to aid the advertising| 


Used Car Values Greatest 
In History, NADA Reveals 


| campaign in making the public; 


/ mechanical condition, in line with 
| the objective of building confi- | 


| Week in Cleveland. 


Week. We 


are deter- 
mined to do 
everything in 


our power to 


make it a 
success. 

“The fact 
seems to be 
generally ad- 
mitted that the automobile in- 
dustry was the bellwether in 
the 1933-to-1937 recovery. We 
are confident that this new 
united effort to start things 
moving again will achieve its 
purpose. 

“The one great contribution 
the automobile industry made 
to the nation in its efforts to 
throw off the last depression 
was its demonstration of cour- 
age in the face of adversity. 
That same fearlessness is evi- 
dent today as a united indus- 
try moves forward to start the 
wheels rolling again. 

“In the Ford organization, 
we have an abounding faith in 


Edsel Ford 


used car week conscious. 


In addition to the main parade 
through the downtown section of 
the city Saturday, a number of} 
other parades will be staged 
where community and suburban 
automobile rows are 
Dealers are also prepared to sup- 
plement the series of manufac- 
turers’ display advertisements 
with unusually heavy advertising 
of used car bargains in the 
classified columns. 

Special effort has been directed 
to “dolling up” the cars being 
featured, and placing them in top 


dence in good, guaranteed used} 
cars and moving them at appeal-| 
ing prices. 


Cleveland 


Special to Automotive Daily News 
CLEVELAND. — Complete _ co- 
operation of dealers, newspapers, | 
radio stations and other busi- 
nesses is being accorded plans 
for National Used Car Exchange 


Tieups with four local radio 
stations and all newspapers have 
been: effected by the Cleveland 
Automotive Trades Assn., and the 
aid of department stores, fac- 
tories and civic officials has been 
obtained. Large employers in the 


located. | 


| officially 
| Plans are also being made for 





uses actual used car sales figures 


DETROIT.—Purchasers of used 


automobiles during National Used 
Car Exchange Week will obtain 
greater value per dollar expended 
than ever before, according to 
figures compiled by the National 
Automobile Dealers’ Assn. 
Current sales of used cars re- 
flect a reduction ranging from 10 
t6 25 per cent from the figures 
prevailing several months ago, it 
is reported. Indicative of the 
downward trend in prices, a check 
of sales on three-year-old models 
during recent months shows a re- 
duction 33 per cent greater than 
occurred in the same period one 
year ago. In the low-priced, popu- 
lar group, which constitutes 90 
per cent of all used car sales, the 
average reduction amounts to $60 
during this period, NADA says. 
In determining its prices, NADA 


as reported by automobile deal- 
ers, plus group opinion of dealers 
who report local price trends on 
various staple makes and models. 
The consensus of current opinion 
indicates that used car prices, af- 
ter steadily dropping since No- 
vember, have apparently reached 
bottom and an upward trend in 
prices is anticipated, due to great- 
er demand and the approach of 
spring, which customarily results 
in stimulating public demand for 
automobiles. 

Automobile dealers are now 
carrying large stocks of used mo- 
tor vehicles, accumulated during 
the past few months. These cars 
are of varying ages, and repre- 
sent low cost transportation at 
prices to fit the pocket books of 
every type buyer. 


will swing a- 
head in true 
American 
fashion.” 

K. T. Kel- 
ler, president 
Chrysler 
Corp.: 

“Chrysler 
Corp. and its 
distributors and dealers are co- 
operating enthusiastically in 
National Used Car Exchange 
Week. 

Both engineering advances 
and improvements in manufac- 
turing methods in recent years 
have resulted in giving far 
more strength and safety and 
longer life to automobiles than 
the original owner will ever 
use. 


“The cars which have been 
produced during this period 
have been deliberately designed 
not only for the first owner, 
but the possible second, third 
and fourth owners. Thus, from 
the standpoint of _ intrinsic 


K. T. Keller 


city will display official insignia 
and other announcements on bul- 
letin boards, urging employes to 
buy used cars during the week. 


New York 


By Gene McCoy 
Staff Correspondent, ADN 

NEW YORK.—Distributors and 
dealers in the metropolitan New 
York area are wholeheartedly | 
supporting National Used Car 
Exchange Week. 

Plans are being worked out by| 
the Automobile Merchants’ Assn. | 
of New York in co-operation with | 
the Empire State. Automobile | 
Merchants’ Assn. and Brooklyn | 
and Long Island Automobile) 
Dealers’ Assns. to enlist support) 
of state and city governments to 
recognize the week. | 





special parades to be held in the 
city and surrounding suburban 
communities. 

Many of the dealers are enter- 
ing into the spirit of the occasion 
with individual programs, entail- 
ing special displays and decora- 
tions during the week. Some are 
conducting special sales, such as 
“The Car of the Day” or “Curb 
Specials.” Majority of the deal- 
ers are also planning an extensive 
advertising tieup with the na- 
tional campaign in the local 
newspapers. Publicity and pro-| 
motion co-operation is being ob-| 
tained from local newspapers. 





Atlanta 
By J. H. Reed 
Staff Correspondent, ADN 
A'SLANTA.——Newspapers, radio 
stations and merchants of all 
classes will co-operate with At- 


time for used car buyers to 
make their choice, because the 
variety of used cars offered is 
normally greatest at this time. 
So that when you combine the 
seasonal opportunities with the 
unusual merits of used cars 
generally available today, the 
used car market is an extraor- 
dinarily attractive one for the 
public.” 

William S. Knudsen, presi- 
dent, General Motors Corp.: 


“General Motors Corp. and 
its dealers are happy to en- 
dorse National Used Car Ex- 
change Week, sponsored by 
the entire industry. 

“With the progress made in 
reconditioning used cars, and 
the guarantee which used 
cars offer for the protection of 
the buyers, there should be no 
reason why cars which cost 
more to maintain than what is 
fair, should continue to oper- 
ate on the road to the detri- 
ment of general safety. 

“The automobile’ industry, 


lanta automobile dealers to make 
National Used Car Exchange 
Week a success. 

A used car parade, with an 
escort of motorcycle policemen, a 
decorated sound truck and deco- 


| rated truck carrying a hillbilly | 


band, wound through the busi- 


ness district of the city Friday. | 
Gov. Rivers, of Georgia, and| 
Mayor Hartsfield, of Atlanta, is-| 


sued formal proclamations of the 
event, and merchants will be pro- 
vided with stickers to be promi- 
nently displayed in their places 
of business. 


San Francisco 
By Leon J. Pinkson 
Staff Correspondent, ADN 


SAN FRANCISCO.—Motor car} 


dealers here are arranging to 


convert their salesrooms into used | 


car show places and have con- 
tracted for attractive banners to 
bring additional attention 
National Used Car Exchange 
Week. 

There will be parades of used 
cars along main streets, spon- 
sored by local newspapers. The 
dailies, too, will cover the week’s 
activities with daily stories and 
illustrations, front page banner 
lines and editorial page comment. 

The dealer organization had 
planned to stage a used car show 


to | 


conditioned 
cars in deal- 
ers, stocks, 
and take ad- 
vantage of 
the outstand- 
ing bargains 
and easy 
W.S.Knudsen terms of fi- 
nancing of- 
fered. There should be no de- 
fective cars on America’s 
roads. The industry will con- 
tinue its work for economy of 
operation and safety in motor 
cars, buying with low cost and 
easy terms of payment. 


“Spring is almost here, and 
the cars that have been laid 
up during the winter because 
of poor conditions are now 
ready to be traded. The in- 
dustry wants to get these cars. 
It wants to furnish transporta- 
tion at low cost and replace in- 
efficient units in a way that 
will make the purchasers sat- 
isfied and able to cover the’ 
road.” 


week, but their plan was spoiled 
by the Clerks’ union refusing to 
grant a concession to allow their 
members to work on Sundays 
and nights. 


Los Angeles 
By Slim Barnard 
Staff Correspondent, ADN 
LOS ANGELES. — Despite the 
flood, Southern California motor 


| car dealers are prepared for the 


biggest used car campaign in their 
history. Mayor Frank L. Shaw, 
of Los Angeles, issued a procla- 
mation advising people in the 
market for used cars to buy rlow 


| while the prices are at this low 


level. 

Most theaters throughout the 
area are co-operating by running 
trailers between features showing 
used car bargains that are on the 
market. All Los Angeles news- 
papers are co-operating with daily 
editorials and many promotion 


| ads. 


Dealers are working now on a 
parade of junkers. 


Boston 
By Jim Sullivan 
Staff Correspondent, ADN 
BOSTON.—Dealers are making 
a big drive for National Used Car 





Exchange Week. At a meeting 


at the Civic Center, starting Sat-| Wednesday committees were ap- 


urday and running through the! 


(Continued on Page 12, Col. 1) 


Price Right During Drive, 


Nation’s Dealers Urged 


CHICAGO.—Pertinent advice to 


dealers in connection with Na- 
tional Used Car Exchange; Week 
was issued this week by the Na- 
tional Used Car Market Report, 
Inc., publishers of the Blue Book 
and Red Book. The suggestions 
are contained in a special bulle- 
tin issued for purposes of endors- 
ing the drive and tipping dealers 
off as to how they can best capi- 
talize upon their opportunity. 

“Price them right,” is the most 
important rule, states the bulletin. 
Other “right” policies include 
those covering trade-ins, getting 
the used cars attractive in ap- 
pearance and mechanical shape, 
display, advertising and organi- 
zation enthusiasm. 

“The used cars must be priced 
right for quick and satisfactory 


commented G. A. Leuk- 
hart, general manager of the Na- 
tional Used Car Market Report. 
“Used cars do not improve with 
age; they must be sold at the 
market. If priced too high, the 
good effects of the tremendous 
factory-dealer advertising cam- 
paign will be partially if not al- 
most entirely nullified. We have 
issued our special bulletin in a 
spirit of co-operation with dealers 
on the eve of this most intensive 
campaign ever launched to clear 
the decks of used cars.” 

The bulletin specifies that in 
the case of “clean deals” or even 
some trades, a deduction of 10 
per cent from Blue Book figures 
would be justified in price tags 
on the used cars. 


sales,” 
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Chevrolet Institutes School for Sons of Dealers 


o ano ssa 
© 


Group Includes 
Three from Each | 
Of Sales Regions 


DETROIT.—A new type of in- 
dustrial school made its appear- 
|} ance in the automobile industry 
this week when 27 sons of Chev- 
rolet dealers came to Detroit from 
| all parts of the United States to 
take a seven-week course in 
Chevrolet’s school of modern 
merchandising and management. 

The school was officially opened 
by W. E. Holler, Chevrolet gen- 
eral sales manager, on Mar. 1. 
Holler issued a welcome to the 
| dealers’ sons and told them their 
|} course would give them a rare| 
opportunity to learn the inner 
workings of the automobile} 
| business. 

“This is a practical business 
| school,” Holler declared, “designed | 

#; to open the doors of practical 
, | training which would have been | 
B| of inestimable benefit to every | 
| one of the men who are running | 
| Chevrolet today. 

Should Prove Valuable 

“You will have an opportunity 

;!to obtain first-hand knowledge 
which will permit you to do a) 
better job of following in your| 
fathers’ footsteps than would) 
otherwise be possible. You will 
get a comprehensive insight into | 
| Chevrolet which will be invaluable | 
to you in the future. 

“The school itself is ample evi- 
dence of the fact that Chevrolet 
is not building dealerships—it is 
| building heritages,” he said. 
| The new course, which will 
take the 27 students through 
representative Chevrolet factories 
in Flint, Saginaw, Indianapolis, | 
and Detroit, will be under the 
supervision of T. O. McLaughlin, 
a Rhodes Scholar who has been 
with Chevrolet several years. 

Actual classroom work will 
start after the plant visits have | 
been concluded on Mar. 11, with 
Chevrolet department heads lead- 
ing intimate discussions of the| 
work of their own departments. 
All phases of the company’s ex- 
perimental, engineering, business 
management, sales, and advertis- 
ing operations will be taken up 
in detail, according to McLaughlin. 

At the end of the seven weeks, | 
a comprehensive examination will 
test the students’ knowledge of | 
Chevrolet. A graduation banquet 
|is scheduled for Apr. 20, after 
| which the men will return to jobs 
in their fathers’ dealerships. 

From 700 Applicants 

The men attending the first 
course of dealers’ sons were se- 
lected from approximately sev- 
eral hundred applications from 
the field, McLaughlin declared. 
The nine Chevrolet regional man- 
agers in the U. S. made selections 
from recommendations submitted 
| by the 47 zone managers, and 
| these selections were ultimately 
| passed on by central office offi- 
cials. Three from each region 
were ultimately chosen for the 
| school. 

The students in this first school 
are: Marvin W. Anderson, son of 
E. T. Anderson, Anderson Chev- 
rolet Co., Minneapolis; Marvin A. 
Austin. son of J. A. Austin, Austin 
Chevrolet Co., Guthrie, Okla.; 
Robert N. Brown, son of George 
| W. Brown, Brown & Holter Chev- 
rolet Co., Cheney, Wash.; Albert 
| W. Callender, son of E. O. Cal- 
lender, Callender Chevrolet Co., | 
| Ashtabula, O.; Arnold W. Collis, 
son of William Collis, Collis Chev- 


HERE ARE SOME of the 27 sons of Chevrolet dealers participat-| rolet, Inc., Newburyport, Mass.; 
ing in Chevrolet’s new School of Modern Merchandising and Manage-/| Vincent A. Couch, son of Alan A. | 
ment, which opened in Detroit this week. Top photo, left to right:| Couch, of Alan A. Couch, Ontario, | 


Trammell Hollis jr.. Martinsburg, W. Va.; Albert W. Callender,| Calif.; A. L. Davis, son of C. L. 
Ashtabula, O.; A. L. Davis, Lexington, N. C., and R. N. McGraw jr.,| Davis, Davidson Motor Co.. Lex- AMONG THOSE ATTENDING Chevrolet’s new school for sons of 


Wheeling, W. Va. Second from top: Richard R. Rodenfels, Columbus,| ington, N. C.; John Joseph| dealers are, top photo, left to right, H. B. Hatch, left, assistant general 
O.; Charles E. DeWitt, Jacksonville, Ill.; Philip L. Fields, Portland,| Delaney jr., son of John J. De-| gales manager of Chevrolet, and Robert E. Robertson, son of E. E. 
Ore.; Robert E. Robertson, Houston, Tex.; E. J. Robichaux jr.,| |aney, of John J. Delaney, Inc.,| Robertson, nlouston, Tex. Second from top, Vincent A. Couch, son of 
Franklin, La., and a workman. Third from top, in white coats:| Mattapan, Mass.; Charles E. De-| Alan A. Couch, Ontario, Calif., and Robert F. Hunt, son of P. J. Hunt, 
Horace H. Jones, Lakeland, Fla.; Charles D. Holsey, Jersey City,| Witt, son of E. E. DeWitt, of the| Buffalo. Third from top, M. D. Douglas, manager of Chevrolet’s parts 
N. J.; E. J. Robichaux jr., Franklin, La.; H. L. Tate, Gallatin, Mo., | Corn Belt Chevrolet Co., Jackson-| and accessories department, and William J. Fenton, Westfield, Mass. 
and Robert E. Robertson, Houston, Tex. Fourth from top: Marvin) ville, Ill.; Robert C. Dunlap jr.,| Fourth from top, Horace H. Jones, son of Hammond Jones, Lakeland, 
W. Anderson, left, Minneapolis, and Wade Leech, right, vice-president | son of R. C. Dunlap, of the Dun-/ Fla., and T. O. McLaughlin, director of the school. Bottom photo, 
of General Motors Acceptance Corp. Bottom photo: Robert C.| lap Chevrolet Co., Macon, Ga.; | FE. J. Robichaux jr., son of E. J. Robichaux, Franklin, La.; and William 


Dunlap jr., Macon, Ga., and A. L. Davis, Lexington, N. C. (Continued on Page 10, Col. 1) J. Fenton, Westfield, Mass. 
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One sacred pledge we make our friends here 
and now. This publication, God willing and 80 
long as it is in our charge, will never champion 
the cause of any individual or any corporation 
which is not for the best interests of the automo- 
tive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice. 
It will confine itself to the upbuilding of the 
industry it is pledged to serve, wholly through 
the dissemination NEWS which is timely, 
authentic and of ue.—(ADN 6-10-1933) 
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“You Can Lead a Horse .. .’’ 


CPSUNG gun in the industry’s concerted campaign to 
stimulate interest in used cars, was fired Thursday 
evening in keynote addresses by K. T. Keller, Chrysler 
president, and Edsel Ford, president of the Ford Motor Co., 
on a nation-wide broadcast. Both talks were highly inspi- 
rational in that they echoed, in a quiet way, the courage 
which has made this industry the bell-wether in leading 
the nation out of past depressions. 

There were no bombastic appeals to patriotism, no 
pas for assistance and no optimistic promises of opu- 

ence to come. Both speakers pointed to the simple facts 
that when sales halt, production stops and unemployment 
starts; that a revival of buying now is our best assurance 
against further decline; that buying in the used car mar- 
ket today, needs no justification on the grounds of pa- 
triotism since the values offered are so tangible and the 
probabilities of personal gain so great, that common sense 
and thrift should dictate immediate purchasing. 

We have maintained and still maintain that the present 
decline in sales is not due to a buyers’ strike or inability 
on the part of buyers to buy, but rather to a hesitancy on 
the part of buyers because of a feeling of uncertainty re- 
garding the future. We feel this reaffirmation of faith on 
the part of the industry, which is backed by a $1,250,000 
advertising expenditure this week, should do much to dis- 
pel these fears. 

On the other hand, we are not kidding ourselves that this 
industry, or any other, can wave a magic wand and cure 
all ills. The present campaign can stimulate interest in 
used car ownership. It can revive confidence in the buyers’ 
minds. It can bring prospects to the dealers’ showroom and 
used car lot. But like the old story of leading a horse to 
water, it will all depend upon the dealer—what he has to 
offer and how he offers it, whether they will buy or not. 


Partners? 


BR ROWEING through the annual report of the Interna- 
tional Harvester Co., issued recently, one interesting 
point catches the eye. Payments of local, state and federal 
taxes by the company for the fiscal year ended Oct. 31, 
1937, totaled $22,446,000 against dividend payments of 
$22,698,000. If that is not an answer to those howlers for 
a partnership between business and government with gov- 
ernment splitting 50-50 with the owners then a partnership 
never existed. 

Unfortunately, in this case, all the odds are in favor of 
the government. In the present mad times, government col- 
lects its share without sharing in the risks. Its priority 
claim gives it preference over the owners since taxes must 
be paid, but there is no law to enforce the payment of divi- 
dends. 

Going even further than this, when all debts are paid, 
including taxes, the fortunate dividend recipients must 
then pay additional taxes on the dividends they receive. 
Surely this is a partnership, but it looks very much as 
though the owners were rapidly becoming the parties of 
the second part. 


By GEORGE M. SLOOUM 


Once upon a time, but 
not so long ago, a fel- 
low townsman in 
South Bend told me 
to keep my eye on a certain 
young man named Paul G. Hoff- 
man. “He is the kind of stuff 
they make presidents out of and 
I think he is the kind of a man 
the republicans are going to need 
in the next campaign. It should 
be a business man for president!” 
* * OK 

SINCE THEN I have been 
keeping my eye on Paul Hoff- 
man and in doing so I have 

learned that 

my friend 

“may have 

something 

there!” He has 

the aggres- 

siveness of the 

westerner, the 

canniness of 

the Hoosier 

and the con- 

servatism of a 

‘ Vermont 

Paul Hoffman Yankee. He 

has sold 

things and he has made things. 

He has dealt with labor and 

farmers. He is young and he 

certainly looks the part, besides 

being a forceful and convincing 

speaker. But perhaps if I do 

not “pipe down” someone will 

get the idea that I am starting 

a one-man campaign whereas I 

am merely verifying the opinion 

of a friend who knows him 
much better than I do. 

- ~ * 

WHAT GOT ME to thinking 
about Paul Hoffman was a recent 
statement in which he said: 

“I have talked to hundreds of 
business men around the coun- 
try and I am convinced that 
half of the reduction of busi- 
ness is due to a recess in sales 
efforts and sales efficiency. You 
would think that management 
would redouble its sales efforts 
as selling gets tough, but ap- 
parently the reverse is true. We 
can’t loaf our way out of the 
recession. We must work our 
way out.” 

Now, that’s exactly the idea which 
I crudely tried to express in this 
column some time ago. For some 
unknown reason, most of us seem 
to rather enjoy the opportunity 
of alibying to our families, our 
bosses or our consciences for lay- 
ing down on the job. The atti- 
tude seems to be “What’s the use, 
business is bad anyway and I am 
probably doing as well as my 
competitor.” 

* * oo 


AS A MATTER of fact, evi- 
dence is beginning to accumu- 
late from all sides that those 
who have kept up the pressure 
or put on renewed selling drives 
are getting fabulous results out 
of all proportion to what you 
would expect even in so-called 
normal times. If you think your 
business is an exception, and 
that this cannot be applied, at 
least give it a trial. It’s worth 
it and you may have a surprise 
coming. 


DON’T 
WAIT— 
CREATE! 


* * 


SOMEWHAT along this line 
and to confirm from our own ex- 
perience, this statement I am 
proud to relate that January in 
the Year of Our Lord 1938, with 
the automobile factories running 
about 20 per cent of capacity and 
the whole country worried about 
the jam in used automobiles, the 
actual subscription dollars re- 
ceived by ADN made it the most 
profitable circulation month in 
the history of this publication. 
We have been trying to figure it 
out around here and we hope 
that perhaps it reflects the many 
new departments of service which 
ADN offers, particularly our 
dealer subscribers. 

*” *” * 

THE ADVERTISED used car 
prices which have become a 

regular feature of our Wednes- 


a 
| ew) Gre Yj r ‘ 
( SGLESU( UT) 


+ C.C.MSGILL 


“You Can’t Keep the Fire Going in the Furnace — 
Unless You Get Rid of the Ashes” 


‘Step on the Starter’ 


The following editorial appeared in the Scripps-Howard chain 


of newspapers on Feb. 15, 1938: 


If we could get the automobile 
industry going again, the rest of 
American business would snap out 
of this slump in a jiffy. 

How often we hear that said as 
people hopefully scan the news 
for reports of a production pickup 
in Detroit, Flint, Dearborn and 
Toledo. 

And with reason. Not only that 
it would mean re-employment of 
workers in those cities; not only 
that these workers would im- 
mediately start spending their 
good wages for more farm prod- 
ucts, more clothes, more shoes 
and more of everything that con- 
sumers with money always buy. 


For, aside from what the more 
than 500,000 auto plant workers, 
44,000 dealers and several hun- 
dred thousand salesmen buy as 
individuals, the automobile indus- 
try itself is the country’s biggest 
customer for many other in- 
dustries. 

It buys 18 per cent of all the 
American steel produced, 73 per 
cent of the plate glass, 6 per cent 
of the hardwood lumber, 17 per 
cent of the copper, 36 per cent of 
the lead, 11 per cent of the zinc, 
14 per cent of the tin, 12 per cent 
of the aluminum, 28 per cent of 
the nickel, 46 per cent of the up- 
holstery leather and 9 per cent 
of the cotton. 

And last year, when it manu- 





day edition, have made a great 
hit. We have had some weak 
criticism but scores of letters of 
commendation which say that 
it is the first timely compilation 
of used car prices ever pub- 
lished in the U.S.A. Other fea- 
tures in our Wednesday Pink 
Sheet make it almost invaluable 
to any man who makes his 
livelihood making or selling 
automobiles or any of the as- 
sociated lines. We get $6 a year 
for ADN, which is twice as 
much as any other trade paper 
in our field, but many a reader 
has written us he would not be 
without ADN’s twice - a - week 
visit if it cost him 10 times the 
$6 we charge!—G.MLS. 





factured nearly 5,000,000 automo- 
biles and trucks, it provided 3,- 
725,000 carloads of freight for 
American railroads. 


This year it is estimated that 
only half or two-thirds as many 
automobiles will be built. That 
means idleness at the rubber 
plants of Akron, the accessory 
plants of Cleveland, the steel 
mills of Pittsburgh, Gary and 
Youngstown, the metal mines of 
the West. It means cotton left 
standing in the fields of Texas, 
silent looms in the textile plants, 
silent cash registers on mer- 
chants’ shelves, shrunken payrolls 
and mounting costs of relief. 


Small wonder that leaders in 
the Roosevelt administration show 
concern for the sickness of the 
automobile industry. 


But why do those who run our 
governments—federal, state and 
local—refuse the one thing they 
could do quickly to help lift this 
bellwether industry out of coma? 


We refer to discriminatory 
taxes—taxes that discourage pro- 
duction, purchase and use of 
automobiles. Along with the 
cigaret and the bottle of liquor, 
the automobile is a choice victim 
of tax collectors. One would al- 
most think that our taxmakers 
considered it a sin to manufac- 
ture, buy, sell or drive an auto- 
mobile. 

The automobile manufacturer 
has to pay every tax that every 
other manufacturer pays. In ad- 
dition, on the theory that the 
automobile is a luxury, there is a 
special federal sales tax of 3 per 
cent on each car—of 2 per cent on 
all parts and accessories, and if 
the car has a radio, that is taxed 
5 per cent. Tires are taxed 2% 
cents a pound, and inner tubes 4 
cents a pound. Many states also 
levy similar “luxury” taxes, and 
others get to the automobile with 
general sales taxes at every sale 
and every resale. All of these 
taxes, of course, are passed on to 
the buyer by boosting the price of 
the car. And once the buyer be- 
gins to drive his car the taxing 

(Continued on Page 6, Col. 1) 
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C.I.T. 


we know its true!” 


Millions of individual car transactions 
have been financed by the C. I. T. Budget 
Plan. Other millions of persons use C.1.T. 
for home appliance purchases. These 
buyers are also automobile buyers— and 
they know C. I. T. 

The net of this is that today, to families 
up and down the land, the C. I. T. Budget 
Plan stands for something definite! It 
means a friendly service offering sales 
financing at standard rates, easily figured 
in advance. 


TMA mT 


Protects 
Mee ay 


“We use it now and 


That inspires confidence, Mr. Car Dealer, 
and that confidence is worth money to 
you! You do your customer and yourself a 
service when you finance through C. I. T. 

And from your standpoint, C. I. T. of- 
fers these other advantages: 


—Ample funds for all requirements. 
—Tactful,on-the-spot creditinvestigation. 


—Immediate purchase of acceptable pa- 
per by local office near you. 


— Efficient, friendly collection service. 


C.I. T. is the world’s largest independent sales financing institution, established in 
1908, and serving dealers and purchasers everywhere through 183 local branch offices, 
each branch a self-contained, fully functioning unit. 


Chicago, San Francisco * 


Commercial Investment Trust Incorporated + C.1.T. Corporation, New York, 

Universal Credit Company + Canadian Acceptance 

Corp. Limited + Commercial Factors Corporation * William Iselin & Co., Inc. 

Meinhard, Greeff & Co., Inc.* National Surety Corp. * Subsidiary companies of 

COMMERCIAL INVESTMENT TRUST CORPORATION 
ONE PARK AVENUE, NEW YORK CITY 
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ICC Carrier Act Proposal to Aid Truck Sales 








“Step on the Starter 


(Continued from Page 4) 


really starts in earnest. He pays 
a state license tax. He pays a 
federal tax, a state tax and some- 
times a municipal tax on the 
gasoline that runs the motor and 
the oil which lubricates it. 


Last year a total tax bill of 
more than $1,500,000,000 was paid | 
on the fewer than 30,000,000 auto- | 
mobiles, 
average of more than $50 per 
vehicle. 


Taxes on automobiles, gasoline | 
and oil, when spent for highways, | 
are in our opinion fair. 
year state governments diverted | 
more than $200,000,000 in motorist | 
revenue for other purposes. 


There seems little chance of | 
quick action from state and local | 


buses and trucks — an | 


But last | 


| automobiles, 


| These were all 
| porary” 
|in 1932. The federal government 
| would help the automobile busi- 


governments to ease the motor- 
ists’ tax load. 
But the federal government 


could act promptly. Congress is 


| now drafting tax legislation. Last 


year the federal government col- 
lected $360,000,000 in taxes on 
parts and accesso- 


| ries, gasoline and lubricating oil. 


so-called “tem- 
excise taxes, first levied 


ness and all business by retiring 


|immediately from this field of 
| taxation. 


But, you may say, the federal 
government needs that revenue. 
Sure it does—and a lot more. 
Very well, then, let the federal 
government get the revenue by |! 


|}taxes which don’t discriminate 
and don’t hold back recovery. 
Remove the taxes on sale and 
operation of automobiles. That 
| will make possible lower prices on 
cars and lower costs of operating 
cars. That in turn will speed up 


| production and sale of automo- 


biles, providing a market for 
more steel, glass, hardwood, cop- 
per, tin, aluminum, nickel, leather, 
cotton. It will create more jobs, 
swell pay envelopes. 


And there is where the govern- 
ment can step in and get its 
revenue—from the profits of busi- 
ness, the dividends of stockhold- 
ers, the salaries and wages—from 
all who benefit by the recovery. 
It can get it by the fairest of all 
forms of taxation—the income 
tax, on a broader base graduated 
from a small tax at bottom of the 
income scale to a large tax at the 





top—from each according to his | 
ability to pay. 





Suggested Changes Would 
Cut Red Tape on Grants 


(Continued from Page 1) 


times is created while the com- 
mission is powerless to authorize 
service without detailed procedure. 


| The bringing in of oil wells in a} 


| new field and conditions created 

by a flood or other calamitous 
visitation are good examples of 
such cases, the report says. 


Another recommendation of the | 


commission is that section 213 of 


Steel Rate Off 


Ds NEW YORK. — Steel Ses | 
| the current week are estimated at 
29.3 per cent of capacity, compared | 
with 30.4 per cent one week ago, 
30.5 per cent one month ago and 
85.8 per cent one year ago, 
| American Iron and Steel 


| 
' reports. 


BEHIND IT ALL 


What's behind today’s news. . 
Business, for example? What's the 
real significance of today’s events at 
home and abroad? What will today’s 


happenings mean tomorrow? 


For a clear, authoritative answer to 
these questions, thoughtful men and 
women in increasingly large num- 
bers are turning to Newsweek, the 
magazine of news significance .. . 
For while Newsweek gives an honest, 
impartial report of the day's news, 
it does not stop with this. It goes fur- 


UP 30% 


certainly, 
selling job for advertisers... 


over 1936 shows, 


IN ADVERTISING REVENUE 


Newsweek's 30 per cent increase in advertising revenue in 1937 
that this magazine is doing a real 
Is Newsweek on your 1938 schedule? 


. in ther and interprets 


consequences, and 


the news, tells 


what it means, points out the probable 


adds the signed 


opinions of noted authorities. 


With such an editorial formula... 


ple of intelligence 


able sales medium. 


unique with Newsweek . . 
natural that this magazine's large 
and growing circulation should be 
concentrated among influential peo- 


. it's only 


and means. It's 


only natural that advertisers should 
find it to be an exceptionally profit- 


Tlewsweek 


THE MAGAZINE OF NEWS SIGNIFICANCE 


the | 
Institute 


the act, relating to mergers and 
acquisitions of control, be amend- 
ed to permit considerable unifica- 
tion without any grant of author- 
ity by the ICC. This suggestion 
= part of a general program of 
| Simplification of procedure, the 
| ICC asserting that it has found 
administration of the motor car- 
rier act “a most onerous task.” 


| Parsons Named 
| Sales Chief of 
| Jones & Laughlin 


| ms 

PITTSBURGH.—Lewis M. Par- 
sons, manager of sales at the 
Philadelphia office of Jones & 
Laughlin Steel 
Corp., has been 
elected vice- 
president in 
charge of sales 
and a director 
of the corpora- 
tion, officials 
announced this 
week. 

Parsons, who 
is 40, joined 
Jones & Laugh- 
, lin shortly after 

L. M. Parsons the war, during 
which he was in the naval flying 
corps. He became assistant man- 
ager of sales at the Philadelphia 
office in 1932, and was elevated 
to manager in 1936. 


'R. I. Bill Seeking 
Compulsory Tests 


PROVIDENCE, R. I.—Backed 
by the governor’s committee on 
highway safety, a bill providing 
for semi-annual inspection of 
automobiles was introduced in the 
general assembly this week. 

Its sponsors claim the system 
would be self-supporting, with 
motorists being required to pay 
50 cents for each inspection, net- 
ting the state approximately 
$170,000 annually on the basis of 
the number of cars registered in 
Rhode Island the past year. 


Tire Dealers Employing 

| New Redeskidding Unit 
| SOUTH BENDWU. S. Tire 
| dealers are featuring a new Life- 
| time Redeskidding Tread Service, 
a plan which is said to provide 
owners of Royal Master tires with 
| full stopping power and skid con- 
| trol down to the last mile. 

| The dealer is equipped to recut 
lthe same patented cross design 
and restore the tire to full effi- 
|ciency. The Redeskidding Cutter 
is used with the Bendix-Peco 
| tread design renewing equipment. 


Fuel Collections Rise 


NASHVILLE, Tenn.—Gasoline tax 
collections during February amounted 
to $1,337,861.37, as compared with 
| $1,191,943.29 in February, 1937, ac- 
| cording to official figures released by 
Finance Commissioner Walter Stokes. 








Dealers Asked to ‘Play Ba 


Committee Lists 12-Point 
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Program for Coo peration 


By Howard E. Hallas 
Associate Editor, ADN 
DETROIT.—With the exhorta- 
tion “be sure you give them what 
they are looking for,” automobile 
manufacturers this week laid in 
the hands of America’s 


the ice during National Used Car 
Exchange Week, which begins 
Saturday. 

Pointing out to dealers that if 
they “play ball” during the cam- 
paign, not only will the used car 
jam be effectively broken, but 
that they will win the confidence 
of thousands of new prospects, 
an heroic brochure issued by the 
manufacturers’ committee out- 
lines the means by which dealers 


46,000 | 
dealers the $1,250,000 lever de-| 
signed to pry the industry out of | 


| holstery and steering wheels are 





may most efficiently co-operate | 


with the national drive. 

“The Dealer’s Work Sheet,” 
broad 12-point program, are 
quoted in the brochure as fol- 
lows: 

1 Get your men together. er 

Go over the material. Read 
them the story of National Used 
Car Exchange Week as explained 
in the preceding pages of this 
book. Discuss the magnitude of 
the campaign. 
thusiasm and co-operation, Point 


out that there’s never been an| 
opportunity like this to move used 


car stocks! 


7 
2 names to work on. 
you’ve sold used cars to before 


Arouse their en- | 


Check prospect files and get) 
People | 


al 








will be likely buyers for the bar- | 


gains you'll offer. Make up live 
lists for your salesmen to work 
on... and for mail and phone 
solicitations, according to sugges- 
tions you'll find in the pocket in 
the back of this book. 
3 plays to attract people. Tidy- 
up... get your cars in order... 
make your place inviting to buy- 
ers. Remember—dirt, 
rubbish-littered floors or lots may 
turn away good prospects. It is 
only human for everybody to 
shun a shabby display and seek 
out the better ones. 
Grade every car in 


4 


Clean up your used car dis-| 


dust and} 


your | 
stock for price and condition. | 


See that all your men are sup-| 
plied with accurate lists and de-| 


scriptions of every car. Knowing 
the merchandise is just as im- 
portant in selling used cars as in 
selling news cars. Whatever the 
price, it’s an important purchase 
to the buyer ... so prime your 
men with facts. 

5 Drill your men to sell with 


all the publicity and advertising 
of this tremendous National Used 
Car Exchange Week campaign— 
people are going to come looking 
for bargains. Be sure your men 
are prepared with good selling 
ammunition. 

Put cars in proper condition. 

Fix up appearance first... 
wash your cars check for 
dents, necessary repaint and 


enthusiasm. Remember, with | 


touch-up ... then see that they’re | 


mechanically right as to general 
condition, electrical system, cool- 
ing system, general tightening 
and greasing. 

-7 Show prices on neat tags and 
‘ in plain figures . . . Odd dol- 


lar prices help. Use “bargain ap- | 


peal” prices—plainly written— 
such as $147—$279—$477—-etc. It 
is also good merchandising prac- 
tice to show down payments and 
monthly payments where possible. 
In other words, make it easy for 
people to find out exactly all the 
facts they want to know. 

Give “price leaders” good dis- 

play. Whatever your loca- 
tion—arrange your cars so people 


get a good look at the “Specials.” | 


When they come “looking’”—draw 
them in. 
close together that people can’t 


get around them. Leave enough | 


space between the cars so that 
shoppers can open the doors and 
get in and out. 

9 . Clean cars daily . . . both in- 
side and outside. 


Don’t pack the cars so | 


Be sure up- | 





| sale. 


‘10 


| let good prospects wander away. | 


clean. If a prospect gets his hands 
or clothes dirty—you may lose a 
Assign a man to dust and | 
wipe all your cars... a couple of 
times a day if necessary. A little | 
polish and some “elbow grease” | 
will make a big difference in how | 
the cars look and 
people look at the cars. 


Be sure you have enough | 
salesmen available. Don’t | 


in how 


This is important. Every sale 
you lose somebody else gets. You 
must have adequate selling help 
to clinch buyers who call. And 
we repeat—see that your sales- 
men know your cars. 


| Get extra lights for night | 
crowds, Keep your display 


EVERY WEEK 


ON A SWING WESTWARD, Elliott M. Upson, Cadillac’s assistant 
sales manager, center, and W. S. McLain, Fisher Body’s general sales 
manager, right, were greeted in Los Angeles by Art Dawson, Cadil- 


lac’s district manager there, as the two stepped off the train. 


bright to attract the “after-sup- 
per” buyers. Just a few extra 
bulbs will make your place more 
attractive—make prospects real- 
ize this drive is something special. 


Electric light doesn’t cost much | 


... and it puts you in the spot- 
light. 


| 


12 Check up on your clerical 
— help. Is it adequate? You'll 
be making extra mailings—han- 
dling extra orders—be sure you’ve 
enough help—properly organized. 
Nothing annoys buyers like slow 
order handling. Once you’ve got 
a customer in a buying mood you 
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IV During Campaign 


certainly don’t want him to walk 
out on you. 

Included with the brochure are 
suggested local radio spot an- 
nouncements, copy for local dis- 
play and classified advertising to 
tie in with national advertising, 
suggestions for handbills and di- 
rect mailing pieces and publicity 
copy that may be converted for 
use in local papers. One section 
of the book offers the dealers ad- 
vice on how to dress up their 
business places during the week. 
Free window posters are offered, 
as well as windshield and price- 
tag stickers. 


Pass Fair Trades Bill 


RICHMOND, Va.—The senate Feb. 
24 passed the so-called Burks “Fair 
Trades” bill, designed to stop sales 
of goods below cost, plus a 6 per 
cent markup. The vote was 25 to 10. 
The measure now goes to the house. 


Tae eT 
ACM TS east 


MILLIONS HEAR OF ALEMITE 


No other lubricant manufacturer has ever given dealers such amazing advertising 
support as that offered by Alemite RIGHT NOW! Every week during 1938 hundreds 
of YOUR customers and prospects will hear the Alemite story — through big color 
ads in Saturday Evening Post or Collier's or through Horace Heidt and his Alemite 
Brigadiers on their coast-to-coast NBC radio network! 


NEW SPRING GEAR CHANGE CAMPAIGN 
Has EVERYTHING to Build Business for YOU! 


You know how Alemite’s “Spring Change” campaigns 
have pulled business in the past! The 1938 Spring Gear 
Lubricant Change campaign tops anything that’s been 
~~ done before! Get all the facts about the “Let’s Go 
Fishin’ for Profits” promotion. It 
has EVERYTHING — banners, 
folders, post cards, special deals, 


ALEMITE 


Phone Alemite 


direct to us! 


your 


REG. U. &. PAT. OFF. 


seals, tags, thermometer—a complete, expertly planned 
drive for that most 'profitable spring change business ! 
Distributor 


now—or write 


ALEMITE 


A Division of Stewart-Warner Corp'n. 
1878 Diversey Parkway, Chicago, Ill. 
Stewart-Warner Corp'n. of Can., Ltd 


Belleville, Ontario 


WORLD'S LARGEST MANUFACTURER OF LUBRICATION PRODUCTS 


>@- Enjoy Horace Heidt and his Alemite Brigadiers every Tuesday Evening, National Broadcasting Company Coast-to-Coast Network, 9:00 pin, & &, F. 
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Survey Shows Improved Instalment Terms Trend 


Bitch Placing 


Of Dealers Behind Drive 


FLINT.—Aided by the factory, 
the full force of the nation-wide 
Buick dealer organization has 
been placed behind the industry- 
wide National Used Car Exchange 
Week which opens Saturday, ac- 
cording to W. F. Hufstader, 
Buick’s general sales manager. 

“This concerted effort on the 
part of more than 46,v00 automo- 
bile dealers throughout the coun- 
try to pry loose the keylog in the 
used car situation may be the 
means of an early return of the 
automobile industry to normal 
levels and a good spring business,” 
Hufstader said. 

“While used car stocks are nor- 
mally heavy at this time of year, 


AC NOW BUILDS THESE LLualig PRODUCTS 


AIR CLEANERS 
AMMETERS 


CARBURETOR INTAKE 
SILENCERS 


CARBURETOR INTAKE 
SILENCERS AND AIR 
CLEANERS 


DIE CASTINGS ; 
DIE CASTING MACHINES 


PUMPS 


AC SPARK PLUG DIVISION °* General Motors Corporation * FLINT, MICHIGA 


FLAME ARRESTERS 


FLEXIBLE SHAFTS AND 
CABLES 


FUEL PUMPS 
FUEL AND VACUUM 


GASOLINE GAUGES 
GASOLINE STRAINERS 
INSTRUMENT PANELS 


Full Force 


there has been an increase in| 
sales in recent weeks with a re- 
duction in stocks and it is ex- 
pected that national used car ex- 
change week will add tremendous 
momentum to this improved trend 
and effectively clear decks for 
spring business. 

“Buick dealers are co-operating 
wholeheartedly in the campaign, 
preparation for which has _ in-| 
cluded a nationwide used car re-| 
conditioning program and other 
measures designed to make Buick 
used cars a better buy. 

“In addition, particular atten-| 
tion has been paid to the bargain 


| customer may be sure he is really 





pricing of all used cars on Buick 
dealers’ lots so that the potential 


HIG 


A 


4 Car Credit Firms Agree 


getting a bargain if he buys dur- 
ing national used car exchange 
week.” 

Hufstader said that the in- 
dustry-wide used car sales drive 
should have immediate effect up- 
on new car sales and should} 
guarantee to the prospective new| 
car buyer that he will get a full | 
trade-in value for his old car| 
when he buys a new one. The 
executive said that this point has| 
been emphasized to all Buick! 
dealers, who, because of a some- 
what better than normal used car | 
turnover during the past two 
months, are in a strong position | 
to trade. 


| conference with leading figures of 
| the industry recently. The Presi- 


TRENTON, N. J.—A _ reduction | 
from three to two cents in the state | 
gasoline tax would be effected under 
terms of a bill introduced in the| 
state legislature by Senator Arthur 
F. Foran. 


H 





QUALITY 


ere 


Not once has a manufacturer refused 
to consider the use of AC products 
on grounds of inferior quality. The 
more than 300 manufacturers who 
now buy from us furnish impressive 
evidence, we believe, to the fact 
that AC quality is uniform and uni- 


formly high. We intend to keep it so. 


ENGINE BEARINGS 
LOCKER DOORS 
OIL FILTERS 
PRESSURE GAUGES 


RADIATOR 
PRESSURE CAPS 


REFLEX SIGNALS 


FLUID 


REMO INJECTORS AND 


Cea 


SPARK PLUGS 
SPARK PLUG CLEANERS 
SPARK PLUG TESTERS 


SPARK PLUG GAPPING 
TOOLS 


SPEEDOMETERS 
TACHOMETERS 


THERMO GAUGES j 


| M. Brown, democrat of Michigan, | 


| mercial 


| did not object to a limitation of 
| 18 months on instalment payments 
| for 
| Roosevelt’s suggestion that de- 


‘Timken Patent 


| Timken-Detroit Axle Co. vs. 
|Lempco Products 


| ity of United States Patent No. 


| was held to infringe the patent, 


| judge delivered on Dec. 3, 1937. 


To President’s Suggestions 


(Continued from Page 1) 


total number of cities in 1936 and 


| 52 per cent in 1937. Terms of 18 


months and over were still com- 
mon to 40 per cent of the cities 
in 1937.” 

Meantime four major auto- 
mobile credit companies have 
informed President Roosevelt that 
they will conform to his sugges- 
tions for improving retail sales fi- 
nancing practices made at his 


dent pronounced their action a 
very great forward step. 

In a letter transmitted to the 
White House by Senator Prentiss | 


the General Motors Acceptance 
Corp., Universal Credit Co., Com- 
Investment Trust, and 
Commercial Credit Co. said they 


cars. They also accepted 
ficiency judgments be abandoned 
except in cases of fraud, and that | 
the practice of obtaining wage as- 
signments for past due payments 
be dropped. It was also agreed 
that only a fixed portion of the 
buyer’s family income should be 


Willys Officials 
Begin Series of 
Dealer Meetings 





TOLEDO. — Following closely 
the national convention of Willys 
distributors held here, Mar. 2, W. 
C. Cowling, newly elected vice- 
president of Willys-Overland Mo- 
tors, Inc., and Nelson A. Beards- 
ley, general sales manager, inau-| 
gurated a series of dealer meet-| 
ings covering all parts of the 
country. 

Cowling opened the dealer series 
with a meeting in Chicago on 
Mar. 4 and will join Beardsley at 
New York on Mar. 8 for a meet- 
ing of the dealers in the territory 
covered by A. W. Pickett, dis- 
tributor. 

Beardsley starts the eastern se-/ 
ries with a meeting in Boston. at 
which dealers operating under 
Hinchcliffe Motors, Inc., will be 
present. 

Other meetings during the week | 
will be held in Philadelphia, 
Washington, Milwaukee, Min- 
neapolis, Dallas, Atlanta, and 
about 40 other distribution cen- 
ters. 

Major distributing points will 
be covered by Cowling and 
Beardsley and other executives 
and special representatives of the| 
organization will head up the bal-| 
ance of the series. 


Held Infringed 





the 
the 
the 


DETROIT.—In the suit of 


Co., in 
U. S. District Court for the 
Northern district of Ohio, en- 
titled, Equity No. 5,451, the valid- 


2,022,581, issued Nov. 26, 1935, 
covering a patented axle shaft, 
was sustained, and the defendant 
by a decision of the district 
This suit was brought against 


Lempco for the purpose 
securing an adjudication on the 


vent the manufacture, sale, or use 
of the shaft by others than those 





VACUUM PUMPS ] 


N 


authorized. 


Latest available registration figures 


of | 


right of Timken-Detroit to pre-| 





appear twice weekly in Automotive 
Daily News. 


hypothecated for the instalment 
purchase of an automobile. 

It is now expected that com- 
merce department officials will 
be consulted by the finance com- 
panies in working out details of 
the new procedure and efforts will 
be made to bring all other financ- 
ing institutions into the agree- 
ment. Those already accepting the 
practice changes handle about 70 
per cent of automobile financing. 


Oct.-March Sales 
Of Buicks Tops 
Like °37 Period 


FLINT.—Buick has registered 
56,535 new cars in the United 
States since the announcement of 
the new models last October, 
compared with 56,123 cars regis- 
tered in the corresponding period 
a year ago, according to W. F. 
Hufstader, general sales man- 
ager. 

While Buick has shown an in- 
crease over the new model sales 
performance of a year ago, Huf- 
stader pointed out that this make 
has at the same time outsold all 
other makes of straight-eight 
automobiles and has_ equaled 
more than 64 per cent of the 
sales of all other cars priced at 
$1,000 and over. 

The 56,535 Buick registrations 
for October, November and De- 
cember of last year and available 
registrations for January of this 
year compare with 38,364 registra- 
tions by nine other makes of 
eight-cylinder automobiles and 
with 87,045 registrations by all 
makes of cars retailing at $1,000 
and over, Hufstader said. 


Va. Awards Contracts 

RICHMOND, Va.—(UTPS)—Con- 
tracts involving $3,647,845 have been 
awarded by the Virginia highway 
commission, bringing the total 
amount in contracts let to date to 
nearly $5,000,000 and assuring Vir- 
ginia of the largest road construc- 
tion program in its history. The 
awards included $1,925,546 for bi- 
tuminous materials, $944,972 for 
furnishing and applying materials, 
and $777,000 for road and bridge 
construction. 
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COMPRESSORS 
GAIN STAMINA 


FROM NICKEL CAST IRON 


Heavy-duty automotive equipment 
such as engine-driven air compres- 
sors and vacuum pumps, is built 
to provide the very maximum of 
stamina and endurance. This is a 
characteristic of equipment made 
by the Quincy Compressor Com- 
pany. To visualize the punish- 
ment that such machinery is de- 
signed to take, consider that its 
service is about equal to that of 
driving your own car uphill all 
day long. Maximum life and 
trouble-free performance is built 
into Quincy compressors by the 
use of high-grade Nickel cast iron 
for all parts subject to wear and 
high stress. Among these parts 
are the cylinder blocks, cast from 


|an alloy iron containing over 1% 


per cent Nickel, and flywheels, 
cylinder heads, 
covers, and other | 
miscellaneous 
castings. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York, N.Y. 
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Against 19,879 Last Year 


Special to Automotive Daily News 
WASHINGTON. — Exports of 
automobiles, motor truck parts 
and accessories from the United 
States in January were substan- 
tially greater than in that month 
of last year, according to the 
commerce department. 


Total value of all these ship- 
ments was $34,396,000 this year, 
against $27,544,000 in January, 
1937. _ There were sent abroad 


4 Oil Companies 
Agree to Drop 
Misleading Ads 


WASHINGTON. — The _ federal 
trade commission this week an- 
nounced that four companies 
dealing in lubricating prepara- 
tions and a gasoline for motor 
vehicles, have agreed to discon- 
tinue “certain misleading repre- 
sentations in the advertisement 
of their products. 

The Kotofom Corp. of Amer- 
ica, of South Bend, Ind., and the 
Lubritex Mfg. Co., of Chicago, 
will cease claiming their product, 
Lubritex, containing graphite 
placed in a motor carrier oil, will 
penetrate the microscopic pores 
of metal surfaces or fill of scores, 
scars or scratches and thus pre- 
vent loss of power from friction 
drag. The Colt-Worthington Oil 
Works, Inc., of Garden City, 
N. Y., in the sale of Pylos, a lub- 
ricating oil, stipulates that it will 
not employ representations that 
its preparation is the only one of 
its kind on the market. The Yale 
Oil Corp., of Billings, Mont., 
agrees to stop advertising that 
use of Litening gasoline gives 5 
to 10 per cent more true explosive 
elements. 


‘Test Laboratory’ 
Accused by FTC 


WASHINGTON.—A complaint 
charging Morris E. Newman, 
trading as Automotive Test Lab- 
oratories of America, Chicago, 
with certain unfair methods of 
competition in connection with 
selling so-called certificates of 
merit and seals of approval to 
manufacturers for their use in 
advertising automotive equipment 
and accessories and other prod- 
ucts, has been issued by the fed- 
eral trade commission. 

Newman allegedly represents, 
in letters to prospective custom- 
ers, that he makes independent, 
impartial and scientific tests of 
products in a laboratory equipped 
with the necessary apparatus for 
such work, when, according to 
the complaint, he neither oper- 
ates a laboratory nor makes such 
tests, but issues fictitious certifi- 
cates of merit and seals of ap- 
proval. 


Closing Law Repealed 

ASHLAND, Ky.—Ashland’s city 
commission this week repealed a 
measure, passed last summer, for- 
bidding garages and new and used 
car dealers from doing business on 


21,617 passenger cars and chassis, 
valued at $13,000,000, against 19,- 
879 cars valued at $11,551,000 the 
year before. 

Motor trucks and buses shipped 
totaled 17,605, valued at $9,919,000, 
against 12,567, valued at $6,098,000, 
one year previously. 


Trainor Elected 

MILWAUKEE.—Samuel Trainor, 
Wausau, was elected president of the 
Wisconsin Petroleum Assn. at the 
annual convention at the Schroeder 
hotel here, Feb. 22, 23 and 24, suc- 
ceeding Walter Wingrove, Sheboy- 
gan. Other officers named are Nor- 
man Ott, vice-president; Andrew 
Boyd, secretary-treasurer, and Roy 
L. Brecke, executive secretary. All 
are of Milwaukee. 


STREEMLINE ARMOUR 81 G50 per set of four in the U. S. (Installation Extra) 


EYEING INCREASED BUSINESS in the after-market automotive 


industry, directors of National Standard Parts Assn. took action at a/| 


meeting in Detroit to stimulate business. Directors attending the 
meeting included V. C. Hossellman, president; L. G. Matthews, senior 
vice-president; V. C. Anderson, junior vice-president; R. L. Terry, 
C. E. Prefontaine, H. A. Lightner, A. C. Darling, L. F. Woolman, M. F. 
Wible, Herman Chazick, J. H. Williams, L. E. Fogel, W. J. Menghini, 
F. C. Bradley, R. M. Myers, O. R. McDonald and J. E. Adams. Others 
present were J. W. Van Allen, counsel; E. P. Chalfant, executive vice- 
president; H. N. Nigg, secretary wholesalers’ division; R. W. Procter, 
secretary manufacturers’ division; G. B. Ahn jr., manager of publicity; 
J. L. Wiggins, field secretary, and Ruth Wright. 
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FROM THIS THREE-WAY SALES ACTION OF 


PML LIU 


I Sell New Cars Faster 
fr 2 Boost “Trade-In” Sales and Profits 
ey é 3 Put New Life in Accessory Sales to Present Owners 


STREEMLINE ARMOR—built of heavy steel with 
highly polished chrome finish—beautifies and protects 
Ford, Chevrolet, Plymouth and Dodge cars. Streemline 
Armor gives these cars the long, low modern streamline— 
the more substantial look of expensive cars, and protects 
fenders against curb marring, strengthening them at the 
point of greatest abuse. 


Streemline Armor gives cars the plus eye appeal that makes 
them sales standouts. 


Streemline Armor modernizes and adds dollar value to 
reconditioned cars thus stopping trade-in losses. 
Streemline Armor brings added profits from new car 
owners—who are easily sold on the prestige, beauty, dis- 
tinction and added value it will give to their cars. 


Send MTT for full details on Streem- 


Tht: Gut ee Ue ee ee 
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Co., Ltd., London, Ont. 


Geuder, Paeschke & Frey Co., 
Automotive Mfg. 
Milwaukee, Wisconsin 


7 Firms Added 
To Membership 
Rolls of NSPA 


DETROIT.—Four new whole- 
salers and three Canadian associ- 
ate wholesalers have been added 
to the National Standard Parts 
Assn. roster. Those elected include: 

Wholesalers—Auto Parts Co., 
Muscatine, Ia.. Wm. Mills; Me- 
Kenzie Auto Parts Co., Princeton, 
W. Va., Frank McKenzie; Oak 
| Cliff Parts Co., Dallas, Tex., J. R. 
Terry; Standard Auto Parts, San 
Luis Obispo, Calif., F. F. Dickey. 
| Canadian associate wholesalers: 
| A. & D. Auto Supply Co., Edmon- 
ton, Alberta, A. F. Archer; Auto- 
mobile Supply Co., Ltd., Winni- 
peg, J. I. Arkin; Jas. Cowan & 





ADN-3 
Division, 


Please give me full details of Streemline Armor, 


prices and complete plans for increasing my car and 


accessory 


POR DISPLAY—Streemline Armor may be put on cars instantly with- 
PERMANENT MOUNTING—Streemline Armor may be permanently 
attached to new or used cars quickly and easily. 


City.. 


Address.................. 


Sk ko BOBO cokcctsusiscieice 
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Fink Cites New Methods): miiieiemernieu U.S. to Study Performance 
tension of creat, and to retuse s| (Pt ALL Vehicles on Roads 
buyer who is not able to keep! 
pace with the credit payments | The a 


ings and on various grades will 


DETROIT. performance 


Used in Car Financing 


futomotive Daily News 

CAMDEN, N. J.—New methods| 
of automobile financing “which| 
won’t clog the market and be a/| 
hardship on the finance com- 
panies,” together with the usual 
spring buying impetus, were cited 
by Herman J. Fink, vice-president 
of the Commercial Investment 
Trust Corp. of New York, before} 
an Automobile Trade Assn. meet-| 
ing here as favorable factors con-| 
fronting the automotive industry. 
He asserted they will lead the} 
way out of the current recession. | 

Declaring that Uncle Sam will 
ride out of the recession in 1938, 
in the same manner as _ he} 
wheeled out of the depression of 
1929 on rubber, Fink declared: 
“The automobile industry is the 
greatest of all key industries ir 
my mind. It is a true barometer) 
of business, a true index of the} 
purchasing power and spending 
capacity and willingness on thé 
part of the people of this country 
to invest. 

“Much has been said about in- 
stalment business.” 

Speaking of instalment buying, 
Fink said, “Persons go into the 
stock market and buy on margin, 
why cannot persons who want 


Special to 





various things invest in commod- 


Chevrolet Opens 
School for Sons 


Of Dealer Body 


(Continued from Page 3) 


William J. Fenton, of the dealer- 
ship of William H. Fenton and 
Cc. I. Fenton, Westfield, Mass. 


Walter C. Fetters jr., son of 
Walter C. Fetters, Terminal Chev- 
rolet Co., Upper Darby, Pa.; Philip 
L. Fields, son of Arthur L. Fields, 
Fields Motor Co., Portland, Ore.; 
Gail N. Grieger, son of A. W. 
Grieger, Grieger Chevrolet Co., 
Muncie, Ind.; M. C. Henderson, 
son of Charles A. Henderson, 
Henderson’s Garage, Muscatine, 
Ia.; Trammell Hollis jr., son of 
Trammell Hollis, of Trammell 
Hollis, Martinsburg, W. Va.; 
Charles D. Holsey, son of Charles 
V. Hoisey, of Holsey Auto Sales, 
Inc., Jersey City, N. J.; Robert F. 
Hunt, son of P. J. Hunt, of “Hunt” 
for Chevrolets, Buffalo; H. H. 
Jones, son of Hammond Jones, of 
the Hammond Jones Co., Lake- 
land, Fla.; Dale D. Linke, son of 
William Linke, of the Linke 
Chevrolet Co., Atlantic, Ia.; R. N. | 
McGraw jr., son of R. N. McGraw, 
of the McGraw Chevrolet Co., 
Wheeling, W. Va.; Robert E. 
Robertson, son of E. E, “Bob” 
Robertson, of Bob Robertson, 
Houston, Tex.; E. J. Robichaux 
jr., son of E. J. Robichaux, of E. 
J..Robichaux, Franklin, La.; 
Richard R. Rodenfels, son of Leo 
Roedenfels, of the Rodenfels Chev- 
relet Co., Columbus, O.; Hubert 
Li. Tate, son of J. H. Tate, of the 
Gallatin Motor Co., Gallatin, Mo.; 
George P. Throckmorton, son of 
J..P. Throckmorton, of Throck- 
morton Chevrolet, Hightstown, N. 
J.; and E. V. Yingling jr., son of 
E.. V. Yingling, of the Yingling 
Chevrolet Co., Wichita, Kan. 
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ities in the same manner? So 


long as the buyer of wealth, of} 


radios, of automobiles or various 
things that are really wealth, 
pays his margins as they come 
due, instalment buying is not only | 
legitimate but it is the surest| 
guarantee of keeping industry 
busy and people in the market 
buying. 

“Once the automobile industry | 
starts working back to normal the 
other industries that rely for the 
greatest part of their output be- 
ing absorbed by automobile manu- | 
facture will necessarily step up| 
production and put men to work. 

“Meanwhile the automobile 
dealer must be ready. He must 
profit by his experience in this 
recession, and arrange manners 





differently as to credits and to 
purchases. He must deflate him- 


which are due.” 


Penna. Asks U. S. Aid 
In Road _ Building 
HARRISBURG, Pa. (UTPS). 


A “speedy and favorable” reply 
from Washington to 


an all-weather 
highway from Pittsburgh to 
Harrisburg is looked for by 


Pennsylvania highway and WPA| 


officials. 

Gov. George H. Earle for- 
warded to Washington last week 
an outline of his plan that relief 
labor be used to build the “super 
highway,” which will utilize nine 
tunnels bored through the ridges 
of the Alleghenies half a century 
ago for a railway that was 
abandoned before completion. 


ALMOND COOKE 


Cooke Pontiac Company 


Pennsyl- | 
| vania’s application for $20,000,000 | 
| in WPA money, to be turned into 
| construction of 


| of various classes of motor ve- 
hicles on the highways is to be 
studied by the U.S. bureau of 
public roads in connection with 
the country-wide highway plan- 
ning surveys being conducted in 
co-operation with state highway 
departments. Separate studies are 
to be made of highway capacity, 
vehicle performance on grades, 
passing distance, vehicle behavior, 
and driver performance. 

The ease with which vehicles 
move on roads that vary in width, 
alignment, and traffic volume, 
will be studied to determine how 
highways must be designed to 
better accommodate traffic. 


Vehicle performance on grades, 





the maximum performance of 
new trucks and the average per- 
formance of random trucks on 
the highways under various load- 


) 


be compared. But laboratory and 
field tests will be made on the 
test trucks. 

In passing-distance studies, ve- 
hicles will be observed at the full 
range of speeds and sight dis- 
tances on straight sections of 
road, on both level and ascend- 
ing and descending grades of va- 
rious percentages, and on curves. 

Vehicle behavior studies will 
show how details of road con- 
struction affect vehicular move- 
ment and how the general align- 
ment of a road affects driving. 

The space or time needed for 
safe stopping, turning and pass- 
ing will be determined in driver 
studies. 

ADN’s Washington bureau supplies 
readers with all important happen- 
ings in the nation’s capital, affecting 
the automotive and allied industries. 
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Show Opens 


30-Day Used Car Drive 


Special to Automotive Daily News 
GREEN BAY, Wis. — Opening 
gun in a 30-day used car sales 
drive by 28 Brown County auto- 
mobile dealers was a used car 
show Feb. 24, 25 and 26 
Columbus auditorium 
100 automobiles, none older than 


1933, on display. Admission to the} 
oe | wood Motors, Mueller-Hackl Pon- 


show was 10 cents without any 
entertainment or prize induce- 
ments whatever, thereby assuring 
an adult, interested audience. 

The Green Bay Press-Gazette 
publicized the event liberally us- 
ing full page newspaper adver- 
tisements. Purchasers of cars at 
the show were given 45 days in 
which to make their first pay- 
ments and advertising informed 
them: “Your money cheerfully 
refunded if you can duplicate 
these values and prices in Chicago 
or in any other city in the United 
States.” 

As a result of the show, used 


in the | 
here with 





car sales for the week were equal 
to used car sales here in any four- 
week period since about Novem- 
ber. Co-operating dealers included 
the following from Green Bay: 
Bogda Motor Co., Buth Motors, 
Del Motors, Inc., Fox River Mo- 
tors, Green Bay Motors, Green- 


tiac, Nicolet Motors, Pankratz 
Motors, Schmitz Motors, Stone 
Motor Co., Van Drisse Motor Co., 
Cliff Wall Motors. 


De Pere dealers included Berg- 
strom’s, Broadway Garage, Art 
Denessen, De Pere Motors and 
De Pere Nash Garage. Wrights- 
town dealers participating were 
Joe Krautkramer & Sons Co., 
Schroeder Service garage and 
Zirbel Super Service station. Den- 
mark dealers included Denmark 
Motors, Kriwanek Bros., Rasmus- 
sen Garage. Pulaski dealers par- 
ticipating were Johannes Auto 





Co. and Leonhard Garage and 
New Franken dealers included 
New Franken Motors and Van 
Drisse Auto Co. 

First sale of the show was 
made by Rhodes Stathas, presi- 
dent of Green Bay Motors to Carl 
Hansen, who purchased a 1937 
Packard club sedan with 13,641 
miles on it for $845. The car was 
the highest priced exhibited at 
the show and was the first to be 
bought. 


Inspection Law Repeal 


Being Asked in Conn. 

SOUTH NORWALK, Conn.—A 
state-wide movement seeking re- 
peal of the Connecticut compul- 
sory car inspection law has been 
launched here and petitions are 
already being circulated in eight 
Fairfield county communities, ac- 
cording to Edgar H. Bryan, one 
of the sponsors. 

The group plans to forward the 
petitions to the state legislature 
when that body meets next Jan- 
uary, Bryan said. 


(AND A PLEASANT TIME 
BY ALL) 


WAS HAD 


The worth of a testimonial depends on how you get it. 
Pontiac values this testimonial and believes you will, 
too, because it came entirely unsolicited . . . because 


it is genuinely representative of the experiences of the 


Pontiac dealer organization .. . 


and because it proves 


so conclusively that the Pontiac franchise is exactly 
what we planned—a profit opportunity unsurpassed in 
the industry. It does one thing more of special interest 
to men looking for a wider and more profitable field of 


aL a 


operation. 


NEW YORK.—According to re- 
ports received from manufactur- 
ers co-operating with Motor and 
Equipment Manufacturers’ Assn., | 
original equipment and accesso- 
ries shipments declined in Janu- 
ary, while replacement parts and 
service equipment shipments rose. | 
This trend is consistent for Janu- | 
ary although, with the exception | 
| of accessories, the indices are be- | 
| low those registered for the same | 
month last year. 


The grand index for all branches | 
of the industry in January dropped 
to 86 per cent of the January, 
1925, base as compared with 119 
per cent for December and 154 
per cent for January, 1937, the 
association reports. 

Shipments to vehicle manufac- 








turers for original equipment in 
January declined to 93 per cent 
of the base, which compares with 


It shows in graphic figures exactly why 


able business men gladly pass up other profit oppor- 
tunities to take the Pontiac franchise, which, inci- 
dentally, is even more liberal for 1938. 


If you are interested in learning 


franchise, write to C. P. Simpson, 
Pontiac Motor Division, General Motors Sales 
All correspondence will 
be considered strictly confidential. 


poration, Pontiac, Michigan. 


e 
more about the Pontiac 
General Sales Manager, 


Cor- 
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Replacement Parts Up 
In Jan.,M. EMA Reports 


114 per cent registered in Decem- 
ber and 178 per cent for January 
last year. 

Service parts shipments to 
wholesalers for January rose to 
102 per cent from the 98 per cent 
indicated in December. In Janu- 
ary, 1937, the index stood at 116 
per cent. 

Accessories shipments to whole- 
salers in January declined, stand- 
ing at 96 per cent of the base 


| index, which can be compared 


with 126 per cent for December 
and 93 per cent in January, 1937. 

Service equipment shipments to 
wholesalers in January rose to 94 
per cent of the base as compared 
with 81 per cent in December and 
99 per cent in January, 1937. 


Martin Is Named 
Director of Ethyl 


Motor Clinics 


NEW YORK.—John G. Martin 
has been appointed director of 
motor clinics of the Ethyl Gaso- 
line Corp., a new executive post. 
Martin for the 
past five years 
has been con- 
nected with the 
Los Angeles 
Ethyl division, 
in which the 
clinic plan orig- 
inated. 

Martin heads 
the administra- 
tive and engi- 
neering staff 
J. G. Martin = will con- 

uct a nation- 
wide clinic program aimed to de- 
velop closer working relationships 
between the oil and automotive 
industries. 


During 1938 the corporation 
plans to hold clinics in 100 cities. 
More than 200,000 members of the 
two industries, including manu- 
facturing and marketing execu- 
tives, dealers, accessory makers, 
and representatives of the motor 
adjustment and other groups will 
participate. 


The corporation has established 
a manufacturing plant in Los 
Angeles which is producing spe- 
cially designed equipment for the 
new clinics, described as indoor 
proving grounds for automobile 
performance and fuel efficiency. 


Milwaukee’s Show 
Set for Nov. 12-19 


MILWAUKEE. — The Audito- 
rium Board here has decided that 
Milwaukee Automotive Trades, 
Inc. will be given preference over 
the Automobile Retail Dealers’ 
Institute, Inc. in the holding of 
the annual car show here in No- 
vember. 

Both organizations applied for 
use of the auditorium to hold 
shows, the former requesting the 
week of Nov. 12-19, the latter, 
Nov. 6-12. Shows in previous 
years have been held by the 
Trades Assn., but the MARD con- 
tended that the former is a pri- 
vate stock corporation and that 
the show “rightly should be con- 
ducted by the dealers.” 





Industry’ s Used Car Drive Gets Big Sendoff 
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Dealers, Press Co-operating 


With Makers to Move Stocks 


(Continued from Page 2) 


pointed among car and truck 
dealers, tire, oil, accessory, fi- 
nance and other companies, each 
having definite jobs to expand 
activities to include all motor in- 
dustry people in eastern Massa- 
chusetts. The dozen committees 
comprise about 60 men. 

Mayor Maurice J. Tobin has 
endorsed the project and issued a 
proclamation. 

Plans are being made for a 
bonfire of 100 cars next week. 
Members of Rotary, Kiwanis and 
other civic clubs will be told 
about it at meetings. Motor 
Registrar Frank A. Goodwin, 
Superintendent of Police Edward 
W. Fallon, President Bradbury F. 
Cushing, Boston Automobile Club, 
and other prominent men are 
giving it their support. 

Prizes, totaling $250, are being 
offered for essays on used cars 
during the week. 


Nebraska 
By George W. Kline 
Staff Correspondent, ADN 
LINCOLN, Neb.— The Lincoln 
Automobile Dealers’ Assn., at its 
meeting this week, made plans to 





co-operate with the automobile 


industry in sponsoring locally the | 


National Used Car Exchange 
Week, Mar. 5 to 10. 

Members of the local committee 
are Frank DeBrown (Studebaker), 
chairman; Lew Polsky (Oldsmo- 
bile), and Floyd Randolph and Al 
DuTeau (Chevrolet). 


Memphis 
By Clyde Grissam 
Staff Correspondent, ADN 

MEMPHIS.—R. W. Hartwell, 
president of the Memphis Auto- 
mobile Dealers’ Assn., has ap- 
pointed the following commit- 
tee to head Memphis’ participa- 
tion in National Used Car Ex- 
change Week: 

Chas. J. Creath, vice-president, 
Bluff City Buick Co., chairman; 
Herbert Herff, president, Herff 
Motor Co.; Mose Smith, assistant 
zone manager, in charge of used 
car selling, Chevrolet Motor Co.; 
D. B. Talley, retail representative, 
Ford Motor Co.; Russell Reeves, 
president, W. S. Oldsmobile Co., 
Inc., and Will Pryor, vice-presi- 
dent, Chip Barwick Chevrolet Co. 





Cincinnati 
Special to Automotive Daily News 
CINCINNATI. — Automobile 
dealers here have arranged for a 
full week of special events for 
National Used Car Exchange 
Week. 
The 
Dealers’ Assn., 


Cincinnati Automobile 
working with the 


| three automobile editors of local 


newspapers, have arranged as a 
highlight of the week’s events a 
used car parage on Monday. Out- 
moded vehicles will be a feature 
of this procession and, with 
proper police escort, they will be 
routed to the river front where a 
huge bonfire of about 50 unsafe 
cars will be set for Wednesday 
evening. 

Other stunts will be carried on 
through the week, with city of- 
ficials and all local civic bodies 
endorsing the event. 


Milwaukee 
Special to Automotive Daily News 

MILWAUKEE.—William E. 
Simons, Ford branch manager, is 
general chairman of a committee 
of Milwaukee county car dealers 
participating in National Used 
Car Exchange Week. 

Palmer Hanson, executive sec- 
retary, Milwaukee Automotive 
Trades, Inc., has been named 
chairman of a committee to ar- 
range for the city’s co-operation 


RIDES that made History 


in the event, to include a parade. 
J. B. King, president, Milwaukee 
Retail Dealers’ Institute, is chair- 
man of the parade committee, 
while Charles Kuepper, Ford Mo- 
tor Co., was chairman of the 
committee on arrangements for 
a meeting of automobile sales- 
men held Friday, which was ad- 
dressed by Harry Hall, of Klau- 
Van Pietersom-Dunlap Associ- 
ates, Inc., Milwaukee. 


Philadelphia 
By Gladys Sanville 
Staff Correspondent, ADN 

PHILADELPHIA.—Philadelphia 
is co-operating 100 per cent on 
National Used Car Exchange 
Week, starting with a series of 
luncheons for dealers, a mass 
meeting in Convention Hall for 
everyone connected in any way 
with the automobile industry and 
their dependents. 

Friday a huge bonfire of from 
700 to 1,000 junkers, contributed 
by dealers all over the city, was 
ignited by Mayor Wilson. Eighty- 
five hundred gallons of fuel oil 
was donated by oil companies to 
set the blaze. Estimated value of 
the bonfire material when new is 
$850,000. 

On Saturday about 1,200 used 
cars, repainted, refinished and re- 
conditioned to look as much like 
new as possible, will parade 
through the city, augmented by 
floats and bands in a procession 
expected to be about four miles 
long and representing the great- 
est concerted effort ever made by 
car dealers here to publicize used 
car values. 


Kansas City 
By H. H. James 
Staff Correspondent, ADN 

KANSAS CITY.—National Used 
Car Week is to be the “big event 
of the year” in Kansas City, with 
automobile manufacturers and 
dealers tieing in on promotion. | 
Mayor Bryce B. Smith has issued 
a proclamation terming the move- 
ment one of safety, with the local 
safety council and police depart-| 
ment urging that people “drive a| 
better used car.” 

Chevrolet dealers have formed | 
one group to wage the campaign; | 
Ford dealers another, and Dodge 
dealers still a third, with others 
largely working together as a 
unit. The plan is to keep the} 
sale constantly before the public | 
with newspaper, radio and other | 
forms of advertising, with many) 
prizes being offered by dealers, 
jobbers, newspapers and finance 
companies to salesmen meeting 
quotas and excelling in number 
of sales. 

The different automobile manu- 
facturers all have special repre- 
sentatives here to work with the 
dealers in carrying out the great- 
est sales effort for used cars ever 
attempted in Kansas City. 


Seattle 
By D. M. Trepp 





Staff Correspondent, ADN 


SEATTLE. — Joining the na- 
tional drive to break the used car 


Birmingham 
By R. C. Hood 
Staff Correspondent, ADN 


BIRMINGHAM, Ala. (UTPS). 
—Fifteen automobile dealers in 
the Birmingham and Bessemer 
districts are planning an en- 
thusiastic campaign in the §$1,- 
250,000 promotion drive by manu- 
facturers for National Used Car 
Exchange Week. 

The campaign began Thursday, 
following a dealer luncheon at a 
downtown hotel. The slogan of 
the local drive will be “Drive 
Your Old Car In and Drive a 
Better One Away.” Plans call for 
an official broadcast by one of the 
city commissioners inaugurating 
the week. 


Harrisburg 


By George E. Shelley 
Staff Correspondent, ADN 


HARRISBURG, Pa. (UTPS).— 
The Harrisburg Automotive Trade 
Assn., of which George G. Mc- 
Farland is president, will co- 
operate with Automotive Trade 
Assn, managers in observing Na- 
tional Used Car Exchange Week 
starting Saturday. 

Members of the association will 
participate in a parade of junkers 
on Tuesday evening at 7 o'clock. 

Better class used cars of '35, '36 
and ’37 models will be displayed 
on Wednesday, Thursday and Fri- 
day by the co-operating dealers 
in Market Square, Harrisburg’s 
most prominent section. 

Local newspapers are co-oper- 
ating with stories and art. 


Oklahoma City 


By E. W. Fair 
Staff Correspondent, ADN 


OKLAHOMA CITY.—Gov. E. 
W. Marland has proclaimed Mar. 
| 6 to 12 as National Used Car Ex- 
change Week in Oklahoma, stat- 
ing, “I urge that the people take 
cognizance of this history-making 
event to the extent of personally 
investigating used car sales to be 
offered during that week.” 

O. L. Simpson of the Simpson 
Motor Co. (Ford) has been named 
local chairman of the drive. 


Manchester, N. H. 


By Guy Langley 
Staff Correspondent, ADN 


MANCHESTER, N. H.— The 
Manchester Automobile Dealers’ 
Assn., at a largely attended lunch- 
eon meeting at the Orrington 
hotel, Mar. 1, pledged support to 
the National Used Car Exchange 
Week, Mar. 5-12. 

J. Harrison Cavanaugh, presi- 
dent of the group, announced 
that Manchester dealers would 
arrange special displays of used 
cars for the week and that out- 
door lots and showrooms would 
be appropriately decorated. 


| @ USED CAR 


PAUL REVERE: On April 18, 1775, Paul 
Revere made his famous “Midnight Ride” 
from Charlestown to Lexington to arouse 
the "Minutemen." Attempting to continue 
on to Concord, he was captured by the 
British, and released on the following day. 


jam, the Seattle Automobile Deal- 
ers’ Assn. in co-operation with the 
Seattle Post-Intelligencer is stag- 
ing a “million dollar” used car 
show Mar. 5-8. 

Each night a score or more of 
junkers will be burned. Alto- 
gether more than 100 of the old 
crates will be thrown into the 
flames. 

The show is being captioned 
“Seattle’s Million Dollar Used Car 
Show,” according to announce- 
ment of S. S. Sayres, association 
president, and head of American 
Automobile Corp. 

In addition to burning the anti- 
quated cars, stressing the removal 
of the unsafe vehicles from streets 
and highways, upwards of $500 
will be given in prizes. 

Dare E. Marriott, director aide 
in local auto shows and president 
of Marriott Motors, West Seattle, 
is show manager. Read Mills, of 
Mills Motors, and Frank Hines, 
of Westlake’ Chevrolet are 
his assistants. Se 


Ability to organize and 
direct complete used car 
operation. 

Fifteen years proven rec- 
ord. Experience embraces 
appraisal, reconditioning, 
advertising, sales direction 
and promotional. 

Seeks a connection where 
volume justifies a man of 
this calibre. 

References and _ require- 
ments exchanged at time 
of interview. Available 


March 15. 


Box 151 
Automotive Daily News 


4o-= RIDES 


Just as Paul Revere’s famous ride is associ- 
ated with the ‘‘Minutemen,” so the smooth, 
restful Delco ride is associated with the up-to- 
the-minute car! For comfort is the first demand 
of car buyers, and this demand is fully satis- 
fied by Delco Hydraulic Shock Absorbers. They 
eliminate bumps, jolts and driving fatigue 
++» make Delco-equipped cars as outstand- 


DELCO 


that make sales 


ing in comfort as they are in performance. 
There is a patented Delco Hydraulic Shock 
Absorber for every type of springing and 
assembly: Single Acting, Double Acting, 
Direct Acting, Inertia Control, and special 
applications for cars with Individual Wheel 
Suspension. Delco Products Division, General 
Motors Corporation, Dayton, Ohio. 


HYDRAULIC 


SHOCK ABSORBERS > 





Inspection Okay Placed|_; 
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On 30% of N. J. Cars 


TRENTON, N. J.—Compulsory 
inspection stickers have been 
pasted on windshields of more 
than 30 per cent of New Jersey’s 


automobiles, according to _ the! 


motor vehicle department, but of 
the 255,974 automobiles approved, 
little more than 40 per cent, or 
109,653 passed on the initial trial. 

Total inspections were 468,045, 


including re-examinations of | 


many automobiles. Tests have 
been given 273,026 vehicles. 

Of the 207,777 vehicles rejected, 
345,769 defects were found. Lights 
were the principal cause of rejec- 
tion, embracing 48 per cent of 
the failures. Defective head- 
lights accounted for about 30 per 
cent, and rear and stop lights 
caused 27,707 rejections. 


Steering alignments, 16,930; steer- 
ing operation, 15,361; license 


plates and identification marks, | 
13,118, wiring and switching, 4,950. 


R. I. Assn. Backs Bill 
Banning Car Dumping 
PROVIDENCE, R. I.— Rhode 
Island would cease to be a “dump- 
ing ground” for damaged used 
cars from Massachusetts, Con- 


| necticut and New York if a bill 


now pending in the state senate 
is enacted into law. 

Indorsed individually by mem- 
bers of the Rhode Island Auto- 
mobile Dealers’ Assn., the bill 
would require the state division 
of motor vehicles to certify as to 
title and mechanical condition 


ar Low cost 


Brakes were the next worst | used cars offered for sale in the 
offenders, totaling 90,550 rejection | state when such cars have not 
reasons, or 26 per cent. Among | been registered in Rhode Island 





other rejection causes were: at least six months previously. 


‘Automotive Leads Again*t 


The editorial referred to in the letter below ap- 
peared in the “A Word in Edgewise” in the Feb. 19 
issue. It outlines a rotegrayure section of ADN, which 
will endeavor to tell the story of what the automotive 
and kindred industries are contributing to national 
prosperity; what can be contributed and what has 
been contributed since 1933. 


“ADN will welcome photographs from dealers and 
data showing what expansions they are now making 
and have made during the past few years; data simi- 
lar to that contributed by the Moorestown Garage. 
ADN cannot commit itself to use all material sub- 
mitted and urges dealers sending in stories to mark 
copy and pictures clearly so that they can be returned 
if not used. The letter follows: 


MOORESTOWN GARAGE as it appears now, top, and 
before modernization, bottom photo. 


“T read with a great deal of interest your editorial 
announcement of your proposed rotogravure section to 
be entitled, ‘Automotive Leads Again!” I think that 
you are certainly making a move in the right direc- 
tion. 

“T am enclosing two pictures of our business estab- 
lishment. It is not hard for you to picture our show- 
room and service station before the improvements 
were made and after they were completed. We are but 
small dealers but felt that we should improve our fa- 
cilities. In the latter part of 1936 and the early part 
of last year we expended about $4,000 on improve- 
ments to our property. We did this feeling and know- 
ing that it will yield us larger returns in the long run. 
In the past year we have acquired considerable new 
equipment and are planning to. purchase a good deal 
more in the near future. 

“IT am enclosing our check for $5 for additional 
copies of your rotogravure section.”—James Davis, 
Moorestown Garage (Chrysler-Plymouth), Moores- 
town, New Jersey. 
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1938 Chris-Craft 35-ft. Double Stateroom Enclosed Cruiser. Priced from $6290 f.0.b. factory 


Unequalled marine engineering and manufac- 
turing facilities plus quantity production en- 
able Chris-Craft to build the finest boats at the 
lowest prices in the industry. Only the finest 
workmanship and materials go into this 35-ft. 
Double Stateroom Enclosed Cruiser, yet it is 
more economical to buy than many smaller, 
less luxuriously fitted boats. The most com- 
plete boat of its size afloat — full 35’ overall; 11’ 


1938 Chris-Craft 25-ft. Clipper Cruiser. 


In designing boats for easier handling, greater 
seaworthiness and more striking beauty, Chris- 
Craft marine engineers also made an achieve- 
ment in operating economy hitherto unheard 
of. The new Chris-Craft Clipper Cruiser is not 
only the world’s lowest priced, full sized Cruiser 
but it is also the most economical to operate. 
Scores of owners say it costs no more to oper- 
ate than a low priced car. Yet it has beauti- 


GHERIS- 


CHRIS-CRAFT CORPORATION Detroit Road, ALGONAC, MICHIGAN 


Direct Factory Brorch ~«* 
Chicago Display ~° 


beam. Two complete staterooms and spacious 
deckhouse. Sleeps six. Heavy white oak stem, 
forefoot, chines and transom. Select Philippine 
mahogany with double planked bottom 
and decks. Salt water equipped throughout. 
Available with single or twin screw engines. 
Speeds from 14 to 23 miles per hour. This 
beautiful Cruiser is dedaael for easy han- 
dling, seaworthiness and economy. 


Priced from $1595 afloat at factory 


ful exterior lines, and a luxurious and spa- 
cious interior. Full 25’ overall—8' 1" beam—4 
berths—convenient ship's galley—toilet com- 

artment and storage space. Double planked 
cca White oak keel, stem, forefoot 
and transom frame. Unobstructed around- 
the-horizon vision for helmsman. Available 
with either a 55 or 85 horsepower direct drive 
engine. Speeds from 17 to 21 miles per hour. 


DEALERS 


In territories where authorized dealer- 
ships are open, big profit opportuni- 
ties await auto dealers handling Chris- 
Craft boats—the world’s fastest selling 
line of Runabouts, Utility Boats and 
Cruisers. Write today for complete 
information to Chris - Craft Corpo- 
ration, Algonac, Michigan. 


GRAFT 


83 East 45th Street, New York, N. Y. 
1200 South Michigan Avenue, Chicago, Illinois 
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Continued Gain in Used Car ; Sales Noted in Survey 


7. 
Holdoff Until Big Drive 


DETROIT.—Slight increases in 
used car sales, despite an appar- 
ent buyers’ holdoff until National | 
Used Car Exchange Week, are 
noted this week in ADN’s survey 
of major markets. 

Similar activity is noted in the 
new car field, with dealers cheer- 
ful that spring weather will bring 
a decided upturn all around. 


Following are concise reports | 
from ADN staff correspondents in 
various markets: 


Harrisburg 
By George E. Shelley 
Staff Correspondent, ADN 

HARRISBURG, Pa. (UTPS).— 
A slight increase in automobile) 
business has been noted during 
the past week by Harrisburg! 
dealers, although a year ago sales 
were approximately 35 per cent| 
higher for the same week. In| 
the used car field, ‘35 and '36) 
models are selling best. Values| 
are down, and the mark-down| 
was attributed by one dealer as 
stimulating “the bargain hunter”) 
to buying. 

Business has remained the same} 
in the general field for the past} 
four or five months. However, | 
large steel companies located here 
have received large orders, which 


Lengthened Sedan 
Limousine Added 
To De Soto Line 


DETROIT.—The addition of a} 
new sedan-limousine to the De} 
Soto line is announced by the De 
Soto division of the Chrysler 
Corp. 

Featuring a wheelbase of 136 
inches, three inches longer than 
before, and powered by a 100- 
horsepower engine, the new 
sedan-limousine is said to provide 
exceptional seat room and com- 
fort. It has not been necessary 
to sacrifice comfort in the front 
seat to gain extra length in the 
rear compartment. 

Four different combinations of 
upholstery are available. First, | 
black leather in front and cloth in 
the rear; second, black leather in| 
front and mohair in the rear; 


third, mohair both front and rear; |. 


and fourth, cloth both front and | 
rear. 

The glass partition separating 
the driver’s compartment from | 
the rear lowers by means of a'| 
handle in the back of the front | 
seat. The two auxiliary seats in 
the rear compartment, that fold 
into the back of the front seat | 
when not in use, are well padded | 
and upholstered and a full 23% | 
inches wide, each. 
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“T. R.’s” Tradition Still Lives 


a well-ordered home. You may 
rest or entertain at the Rooseveltin 
an atmosphere traditionally hos- 
pitable as that of the great ‘'T. R.“’ 


ASS into the Roosevelt and you 
leave the madding crowd be- 
hind. Here is the intimacy, quiet 
dignity and unobtrusive service of 


/* 
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Guy Lombardo and Or- 
chestra nightly in Grill 
Dine ‘neath the Hendrik 
Hudson Room's noted 
Wyeth murals. 
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ROOSEVELT 


Bernam G. Hines, Managing Director 


Madison Ave. at 45th St., New York 


is expected to increase employ- 
ment. Dealers feel that this in- 
crease in employment will result 
in more sales. 


Seattle 
By D. M. Trepp 
Staff Correspondent, ADN 
SEATTLE.—The public is hold- 
ing off, even on used cars, await- 
ing start of the National Used Car 


| Exchange Week. 


Spring weather is creating the 
urge to buy, and this month is 
expected to show gains. New car 
sales continue to lag. 

Used car stocks are showing 
some inventory gains, and the 
coming drive is well timed. Deal- 
ers are getting stocks in shape to 
offer the public real buys. 


Kansas City 
By H. H. James 
Staff Correspondent, ADN 
KANSAS CITY.—Kansas City 
motor car dealers have taken off 
their “blue glasses” for the first 
time in several months and are 
now looking at the spring with a 
new spirit of optimism and 
pleasure. While February sales 
were “spotty” and in most cases 
behind last year, yet the improved 
outlook makes them “feel mighty 
good”—which, as many of them 
say, “is half the battle.” 


James G. White, manager of 
King Motor Co. (Willys and Gra- 
ham), is almost jubilant over the 
outlook. 

John Cunningham, sales man- 
ager of the Hudson-Brace Motor 
Co., Hudson distributor here, says 
February sales exceeded January 
with wholesale sales in Kansas up 
50 per cent in the last 10 days. 


L. B. Eick, sales manager of the 
Sullivan Chevrolet Co., says Feb- 
ruary sales were up 331/3 per 
cent better than January with 75 
new cars and 125 used cars sold 
during the month. 

Roland Record, president of 
Jackson Motors (Dodge), says | 
the outlook is very bright with 
February sales about like January. 

Walsh Motors (Ford) found 
February sales improved over 
February, 1937, with a reduction | 
in used car stocks as well. 


| Cincinnati 


Special to Automotive Daily News 

CINCINNATI.—February sales | 
of new and used cars here are up | 
nearly 60 per cent over January, | 
with the normal 3-to-1 ratio of 
new to used sales running about 
2-to-1, but steadily increasing. 

New car sales reached 1,002) 
during the month, against 648 in 
January, while used sales hit 1,974, 
against 1,252 during the previous 
month. Used car inventories are | 
down slightly. 
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Cocktail in any of half-a- 
dozengay,intimatespots. 


Red Cap service under- 
ground directly from 
Grand Central. 
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THREE ADDITIONS MADE to 1938 lines during the past week. 


| Top photo, the convertible coupe is one of two new body types added 


to the Lincoln-Zephyr line; the other is a convertible sedan. Second 
from top, De Soto announces a new sedan-limousine with 136-inch 


wheelbase. 


Bottom, the new “High Wheel” Plymouth, which has a 


road clearance of 7% inches and is designed for easier travel through 


mud and snow and over deep-rutted country roads. 


The models are 


available in all body styles except seven-passenger sedan. 


2 hess Converts Models | 


Added by Lincoln-Zephyr 


DETROIT.— Two new body 
types have been added to the 
Lincoln-Zephyr line for 1938, a 
convertible coupe and a converti- 
ble sedan. 


The tops of both models can be | 


neatly lowered behind the rear 


seat and the windows are dropped | 
a — ee | grain brown 


Civsaaa Sales 
In Jan. Set New 
Record for GM 


ers in the overseas markets 
increase of 10.6 per cent over the 
volume in January of last year 
and the highest January volume 
on record. 

For the 12 months through 
January, 1938, sales totaled 366,- 
373 units, an increase of 12.3 per 


| cent over the volume in the 12 


months ended Jan. 31, 1937. 





JRERS 
U.S. UNITE 


| 








into the doors. The front seat 
holds three passengers com- 
fortably. 

Each half of the coupe tilts 
forward to give easy access to the 
close-coupled rear seat. All pas- 
sengers may sit under the top. 
The interior is upholstered in top 
leather, with seats 
and seat backs in whipcord or 
leather. A large luggage com- 
partment is in the rear deck. 

The coupe body, including the 
floor, is all-steel and is electrically 
welded to the chassis frame. Due 
to this type of construction, the 


NEW YORK.—Sales of General | floor level is low. Elimination of 


| Motors cars and trucks to deal- 


conventional running board pro- 


in | vides more width for the body. 
January totaled 29,855 units, an| : 


Plymouth Offers 
*‘High-Wheelers’ 
For Rural Roads 


DETROIT.—Plymouth an- 
mounces a special line of high- 
wheel models designed for 
smoother travel over deep-rutted 
roads of the nation’s rural sec- 
tions. 

Of special interest to farmers, 
rural mail carriers, doctors, oil 
field workers and others who 
have to travel the back roads or 
unimproved highways, the an- 
nouncement states that the 1938 
“high clearance” Plymouths are 
available in all passenger car 
body types except the seven-pas- 
senger sedan. 

For easier going through mud 
and snow, and over the high 
crowns of country roads, the spe- 
cial models have 20-inch wheels 
and an axle clearance of 9% 
inches, 1% inches greater than 
Plymouth cars of standard de- 
sign. 

The bigger, 20-inch disc wheels 
resist the tendency to clog up 
with mud which abounds in sec- 
tions where these cars are of 
greatest use. These “high clear- 
ance” Plymouths have a special 
hypoid rear axle with a gear 
ratio of 4.3 to 1 to deliver the 
same pulling power as the regu- 
larly equipped Plymouths for 1938. 

Double-acting shock absorbers 
designed for heavy going are an- 
other engineering feature of the 
high-wheel models. 


Wis. Dealers Name 


Advisory Committee 


MILWAUKEE, Wis.—At the 
final district meeting of automo- 
bile dealers with representatives 
of the state banking commission 
held Feb. 25 at the Schroeder 
hotel here for Milwaukee county 
dealers, the following advisory 
committee was named: New car 
dealers, J. B. King, E. A. Swend- 
son, A. C. Hall, John Doyle and 
E. P. Knippel; used car dealers, 
Ed Wehe, Mathew Verbanatz and 
Alf Pentler. 

State Senator G. Erle Ingram, 
| special counsel for the banking 
commission, speaking on the auto- 
mobile retailers’ licensing law, 
declared about 500 less Wiscon- 
sin dealers have been registered 
under the act during the past 
year and as a result the state now 
has perhaps the lowest bank- 
ruptcy rate among dealers in the 
country. 


Babb Reappointed 
MILWAUKEE.— Max W. Babb, 
president of the Allis-Chalmers Mfg. 
Co., has been reappointed national 
councilor of the Milwaukee Assn. of 





Commerce. 


THE WEATHERMAN HAS A FAVORITE 


Day after day he beams upon Atlantic City...bless- 
ing it with bright, brisk, invigorating weather. 

Winter vacationists, too, have their favorite hotel 
...the Ambassador. Large, cheerful rooms overlook- 
ing the Atlantic, incomparable cuisine and impec- 
cable service. Every entertainment facility. 


ECQNOMICAL WINTER RATES 


Special rates for children 


The Amtassador 


ALWAYS OPEN 


IN 


ATLANTIC 


CITY 


WILLIAM HAMILTON, Managing Director 


New York Office—551 Sth Ave. 
Telephone Murray Hill 2-4277 
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th Dimension 


The News of Automotive Advertising 


By Pete Wembhofi 


Appointed 

Willis Munro, formerly adrector 
for Graham and Hupmobile, has 
been named assistant to Paul H. 
Fassnacht, manager of the Stev- 
ens hotel, Chicago. 

Munro has been recuping since 
more than a year ago, when ill- 
ness forced him to resign post as 
Graham adrector. 


Flickers 

Studebaker (Roche, Williams 
& Cunnyngham) is releasing to 
its dealer body two 15-minute 
“picturized broadcasts,” drama- 
tized sound films which appeal 
to used car buyers. 

Flickers tagged “Why Buy a 
Pledge-Backed Car” and “Why 
Buy a Studebaker Used Car.” 

Study of used car advertising, 


000 non-subscribers, 
quests from friends. 

Five-page letter to subscribers 
describing fifteenth anni _ issue, 


as 


etc., brought back the 375,000 re- | 
copies for | 


quests for additional 
friends. 


Named 
Charles W. Rauch, for the past 


10 years manager of the Techni- | 


cal Publications department, ap- 
pointed adrector of Marlin-Rock- 


Gowen who died last Oct. 28. 


| Rockwell for past 20 years, first | 


With Rauch’s appointment, 
both advertising and 
literature departments of com- 
pany are combined under new ad- 
rector’s supervision. Rauch has 
been associated with Marlin- 


per re- 





technical | 


Stickler 


One of chief problems facing 
use of television in homes is the 
automobile, according to A. F. 
Murray, engineer in charge of 
television work for Philco. 

Television receiver is  ex- 
tremely sensitive to car motor’s 
running, Murray says, and im- 
age-reception is found impos- 
sible as car passes home or is 
parked running near receiver. 

Only solution found thus far 
is use of a suppressor on car. 
Murray believes car makers 
will equip cars with device 
when, and if, television moves 
into the average home. 


pany, plans for which are nearly | 


complete, and the mag is solvent 
and its assets exceed liabilities, 


well Corp., succeeding A. A, Mc-| #ccording to Publisher George F. 


Havell. 


Expansion 


Several additions have been 


made to staff at Broduck, Inc., 
Detroit producers of films and 
slide flickers. 

Robert G. Waters, former super- 
visor of slide films at Jam Handy 


| Picture Service, becomes produc- 
| tion manager. He formerly man- 
| aged General Motors Illustrative 
Studios and for six years directed 
for Warner Brothers and Metro- 
Goldwyn-Mayer. 

Charles H. Smith, with Jam| 
Handy for eight years, is added 
to creative staff, while Rex F. 
Glasson becomes an account exec. | 

| Latter once was a sales exec with | 
| Federal Truck and earlier with 
| Dodge. 
| Danna Johnston, formerly di- 
rector of sales training for Pon- 
tiac, is added to company’s sales 
force. He formerly was associated 
| with Campbell-Ewald. 

Promotions include upping of 

| William Alley, script supervisor 
and recording director, to super- 
| visor of motion picture division, 
| and Earl E. Seielstad, ex-produc- 
tion manager, 
| general sales manager. 


Chatter 

Clayton Armitage, Detroit rep 
for Farm Journal, sticking out 
his chest because Farm Journal 
was one of few monthlies able to 
co-operate with industry in plug- 
ging used car drive; due to rapid 


becomes assistant | 
|; retary of state, 
| title 


| 





Automotive 
On the Air 





(All Time, Eastern Standard) 

CHRYSLER—Thursday, 9:00 p.m., CBS. 

Major Bowes’ Amateur Hour. 
FORD—Tuesday, 9:00 p.m., CBS. 

‘“‘Watch the Fun Go By.’’—with Al Pearce. 

Sunday, 9:00 p.m., CBS. 

Ford Sunday Evening Hour. 
HUDSON—Wednesday, 7:15 p.m., CBS. 

‘Hobby Lobby.’’ 
NASH—Saturday, 9:00 p.m., CBS. 

“Professor Quiz.”’ 
PACKARD—Tuesday, 9:30 p.m., 

‘Hollywood Mardi Gras.’’ 
PONTIAC—Monday, Wednesday, Friday, 

p.m., CBS. 

“News Through a Woman's Eyes.”’ 


NBC (Red). 


2:00 


production facilities of mag. ... 
Harry F. Preston, asst. pub- 
licity director for Michigan’s sec- 
outlining how 
diversion operates. ... 
Joseph Bates, ex of Peck Ad- 
vertising Agency and Picard Ad- 
vertising, Inc., joins Rosette Ad- 
vertising Corp. as account exec; 
will also supervise new and used 
car merchandising service for me- 
dia as well as dealers. 


both classified and display, are 
also being sent to dealers, with 
suggestions for improvement of 
dealers’ blurbs. 


Flood 


Time’s current issue, containing 
complete reprint of mag’s Vol. 1- 
No. 1, is being dispatched to 375,- 


| ment. 


Data 


Literary Digest, which  sus- 


pects to resume with issue of 
Mar. 12. Suspension is a step in 
connection with reorg of com- 


EU Se fits 
Valuable Franchise in 


the Tire Business 
— Here’s Why: 


UNIFORM HIGH QUALITY. Throughout the com- 
plete line, Goodyear tires are uniformly out- 
standing in quality. 


COMPLETENESS OF LINE. All types, sizes, prices 
of tires to sell the greatest number of cus- 
tomers — each tire the best in its class at its price. 
3 ACCESSORIES AND SPECIALTIES, which not only 
return their own profits but which also mul- 
tiply customer-contacts and help insure tire sales. 


ADVERTISING. Goodyear advertising ranks first 
in sales power, timeliness, leadership. 


PUBLIC PREFERENCE. More people, the world 

over, ride on Goodyear tires than on any 
other kind—and this statement has remained 
true every year for 23 consecutive years. 


COMPETITIVE PRICES. Neither you— nor 
your customers—pay one penny 
premium for Goodyear tires. 
7 PROFITS. Goodyear deal- 
ers sell more tires and so 
make more money than 


dealers handling any other 


kind. 


ok 


ane 
aN 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND 


| 10 years in engineering depart- | 


pended publication last week, ex- | 











ian, 
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ta 


By 


CONTROLLED SPEED — that’s what en- 
ables a rabbit to stop, look, listen, and 
change direction without the loss of a 


second. 


We like to think it’s that same con- 
trolled speed which has enabled us to 
grow up with the automotive industry, 
keep abreast or ahead of its manufactur- 
ing problems, and maintain leadership 


in our own industry. 


Speed has been our constant demand 
in our years of service to the automo- 
tive industry — more 
speed in our own man- 


ufacturing and delivery, 


pp LEK TRIKAST 


FOUNDRY COMPANY 


plus the speedy development of new 
products and new formulas, which, in 
turn, would give our customers greater 
manufacturing speed through longer 


runs of smoother drawings. 


We think we’ve met the test —be- 
cause our customers stay with us 
and constantly bring us new prob- 
lems. Today, our complete line of 
six regular and alloyed irons, headed 
by LEKTROKAST, the finest electric 
furnace iron possible to produce, 
includes one exactly suited 
to your specific manu- 


« 


facturing requirements. 
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Dealer Applies Line / Lechnique to oe 


Garber Pontiac U ps Sales 


Through Efficient Factory 


Special to Automotive Daily News 

SAGINAW, Mich. — Thorough 
application of factory technique 
to the reconditioning of used cars 
is not only sharply boosting sales 
of the Garber Pontiac Co. here, 
but: spreading buyer confidence 
in the company throughout the 
entire Saginaw area. 

Basing the policy of the new 
Garber reconditioning factory on 
the knowledge that 75 per cent of 
all used car buyers are influenced 
more by the responsibility of the 
dealer than by the car itself, Guy 
S. Garber, president of the com- 
pany, has limited the plant ex- 
clusively to the rebuilding of used 
cars, makes a point of getting 
every prospect into the factory 
and uses it as a used car sales- 
room. 

Describing the new plant, which 
is a block long and has 10,000 
square feet of floor space, Garber 
said that “with a normal force of 
18 men, we can recondition 200 
used cars a month, or an aver- 
age of eight per working day. By 
adding more men, this capacity 
can be stepped up to 300 per 
month. 

“The most efficient and modern 
equipment has. been installed 
throughout and only trained and 
experienced men are employed to 
do this used car work. 

“As soon as a used car is re- 
ceived in trade it is taken to the 
factory where a _ reconditioning 
repair order is written and work 


New Re-Designed 
Units Announced 
By Gar Wood 


DETROIT.—W. H. Hammond, 
sales manager of the hoist and 
body division, of Gar Wood In- 
dustries, Inc., announces the in- 
troduction of a new and rede- 
signed line of Gar Wood hoists 
and dump bodies for 1%- and 2- 
ton truck chassis, both short and 
long wheelbase, together with an 
improved line of heavy duty dump 
bodies, hydraulic hoists and me- 
chanical hoists. 

The new Gar Wood units are 
said to present many improve- 
ments, and feature _ greater 
strength, reduced weight, lower 
mounting height, greater dump- 
ing angle and finer appearance. 
Box-type, tailgate construction | 
and stronger, lighter body trun- 
nion are features of the new C)| 
line of dump bodies. 

“Models D6, D7 and D7L Gar 
Wood direct-lift hydraulic hoists 
have been completely redesigned,” | 
according to Hammond. “Prac- 
tically every feature incorporates | 
some improved advancement in | 
design and construction. Steel 
forgings and lighter but stronger 
stampings are used extensively. 
More costly materials have been 
built into the hoists, yet the price 
to the user remains the same.” 





For news of the men who make 
news in the automotive world, read 
Chris Sinsabaugh’s authoritative 
“Sparks” column. 
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started. The car enters the fac- 
tory at one end and progresses 
along the reconditioning line, and 
two to four days later comes off 
the other end of the block-long 
line a guaranteed, reconditioned 
‘Good Will’ used car. 

“First the car is cleaned and 
washed thoroughly. Grease and 
rust are removed from the motor 
and chassis with high pressure 
chemical steam before repainted. 
Next the motor is given a thor- 
ough test with a motor analyzer. 
Then there is a complete check- 
up of brakes, steering gear, cool- 
ing system, shock absorbers, 
transmission, clutch, rear axle 
and differential. 

“There are eight work stalls 
for mechanical reconditioning. 
Equipment and tools are modern 
and mechanics are trained and 
experienced. All used cars are 
completely lubricated and motor 
oil changed. 

“Following the mechanical 
work the car proceeds to the 
bumping department where all 
sheet metal parts including fend- 
ers, running boards and bodies 
are put in first class condition. 

“The next step in the produc- 
tion line is painting. Here only 
No. 1 Duco is used. This is the 
same material that is used on 
new cars at the factory. This 
means considerable extra cost but 
it also means the best used cars 
in Saginaw. 

“Every used car is then thor- 
oughly dry cleaned, which is 
something new in reconditioning. 
All dust and dirt are first re- 
moved from under cushions and 
carpets and corners. Then up- 
holstery and interior trim are 
cleaned. Another departure is de- 
odorizing. After dry cleaning, the 
cars then are deodorized with a 
chemical compound that removes 
all odor from the car. 

“When our reconditioned used 
cars come off the line they are 
road tested and are ready for de- 
livery. They are sound mechani- 
cally, From an appearance stand- 
point they are as perfect as our 
modern methods can make them. 

“Under former reconditioning 
plans, used cars sometimes were 
delayed as much as 60 days be- 
cause customer cars always came 
first and service work was heavy. 
This prevented rapid turnover, 
which is needed in this business 
today. Needed space was being 
taken by ‘dead storage’ used cars. 

“Even with our finely prepared 
used cars, we further increase the 
buyer’s confidence by giving him 
a 10-day 50-50 guarantee, which 
is in the form of a sticker pasted 
on the windshield. From my 30 


| years’ experience in the car busi- 


ness, I most definitely recommend 
this guarantee. We have used it 
for 10 years without a dissatisfied 
customer.” 


Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., 





TURNING OUT 200 CARS monthly, the used car reconditioning 


factory of Garber Pontiac Co., Saginaw, Mich., 
tains 10,000 square feet and employs 18 men. 


view of newly reconditioned cars. 


is a block long, con- 
Top photo is a general 
Bottom, eight stalls are set up for 


mechanical reconditioning of the vehicles. 


Set Newark Show Dates 


NEWARK, N. J—Dates for the 
1938 Newark automobile show have 
been set for Nev. 26 to Dec. 3, in- 
clusive, according to announcement 
here by William L. Mallon, secretary- 


| manager of the Newark Automobile 
Trade Assn., sponsors of the event. 
Besides Mallon other officers of the 
association are Frank J. Fanning, 
president; Eward J. Foley, treasurer, 
= George F. Fischer, vice-presi- 
ent. 





NAPA Mapping 
New Programs 
For Conferences 


INDIANAPOLIS. —An entirely 
new type of program has been 
mapped out for the 1938 regional 
conferences of the National Auto- 
motive Parts Assn., scheduled to 
be held in 10 cities next Septem- 
ber and October. 

Although the program will be 
engineered and built for NAPA 
jobbers and their salesmen as in 
the past, it will be re-styled and 
streamlined in many ways. Meet- 
ings in the various cities will be 
for one day only, but the schedule 
has been arranged to allow an 
extra day in each city to give 
manufacturers and others making 
the tour an opportunity for fur- 
ther contacts and discussions. 


The schedule of conferences as 
tentatively arranged is as follows: 
Kansas City, Sept. 12; Dallas, 
Sept. 14; Los Angeles, Sept. 19; 
San Francisco, Sept. 21; Portland, 
Sept. 24; Chicago, Sept. 29; Co- 
lumbus, Oct. 1; Buffalo, Oct. 3; 
New seek, Oct. 5; Atlanta, Oct. 8. 


Gains Momentum 


TRENTON, N. J.—Following the 
example of the New Jersey Motor 
Truck Assn., the New Jersey High- 
way Users Conference and the State 
Chamber of Commerce announced 
opposition this week to proposed 
legislation providing for the creation 
of a state board with price-fixing 
powers to control the retail gasoline 
industry. 


C. J. Alexander, ADN’s Wall Street 
correspondent, weekly presents an 
accurate analysis of the Street’s 
automotive perspective. 


NEW COMMERCIAL CAR REGISTRATIONS 
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Jan. Retail Car Fi inancing Drops 34% Under Dec. 
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Dollar Volume Falls .47% 
Under Total tor Jan. 1937 


Special to Automotive Daily News 
WASHINGTON. — The dollar 
volume of retail financing of new 
passenger automobiles in January 
was almost 34 per cent below that 
of December, the commerce de- 
partment disclosed this week. It 
fell 47.9 per cent from January of 
last year, according to the depart- 
ment’s preliminary estimates. 
Comparison of last January’s fi- 





Farmers’ Income 
In January Hits 
$603,000,000 Total 


WASHINGTON.—Farmers’ cash 
income from sales of farm prod- 
ucts in January totaled $603,000,- 
000, it is estimated by the U. S. 
bureau of agricultural economics. 

The January cash farm income 
compared with $675,000,000 in De- 
cember, and $638,000,000 in Janu- 
ary, 1937. 

Government payments to farm- 
ers amounted to $17,000,000, com- 
pared with $8,000,000 in December 
and $43,000,000 in January last 
year. The total January income 
from sales of farm products and 
government payments was re- 
ported by the bureau at $620,000,- 
000, compared with $683,000,000 in 
January last year. 


Buys Dealership 


MEMPHIS.—T. W. Hoehn, Chev- 
rolet dealer of Denver, has pur- 
chased the Kensinger-Chevrolet Co. 
here. It will be known as Hoehn 
Chevrolet Co. 


nancing with that of other 
vious Januaries follows: 


41.1% lower than January, 
8.4% lower than January, 
71.6% higher than January, 
80.2% higher than January, 
41.3% higher than January, 
4.6% higher than January, 
24.1% lower than January, 1930 
29.9% lower than January, 1929 
| These estimates are based upon 
| figures reported to the census 
| bureau by a sample group of large 
| finance companies that have been 
in continuous operation since 1929. 
They represent three-fourths of 
all aan 


pre- 


1936 
1935 
1934 
1933 
1932 
1931 


Sale of Radio - Equipped 
Pontiacs Up 127% in ’37 
PONTIAC.—Sales of car radios 
with new model Pontiacs in 1937 
were 127 per cent above those of 
1936, according to J. H. Otis, 
parts and accessories manager. 
Last year 82,513 radios were sold 
by Pontiac dealers, compared to 
36,329 the year before. 
Although there was a record 
increase in all types of accessories 
business for the year, radio sales 
headed the list. A car radio is in- 
cluded with practically every 
large accessory sale, Otis said. 





Nes Manual Out 


KEARNY, N. J.—Announcement 
is made by "Thomas A. Edison, Inc, 
Emark Battery division, of the com- 
pletion of a new battery operating 
manual, which covers manufacturin 
standards, laboratory control, an 
specifications of passenger car, com- 
mercial, bus and truck batteries. 


Used Car Index 


The average used car 
prices, taken from the Used 
Car Selling Prices chart 
appearing in ADN’s Pink 
Sheet weekly, shows the 
following for weeks ended: 


High Low 
February 19 ...$578 $509 
February 26 ... 563 495 


The average prices cover 
all makes and models, from 
all cities listed in ADN’s 
chart. 


Crist is Factory 


Head at Bantam | 


BUTLER, Pa- Harold Crist has 
been named factory superinten- 
dent of American Bantam Car 
Co., it is announced by R. O. Gill, 
vice-president in charge of pro- 
duction. 

Crist was formerly with the 
Marmon Motor Co., the Stutz Mo- 
tor Car Co. and the Maxwell Mo- 
tor Co. 


Chain Tax Proposed 


RICHMOND, Va. (UTPS).—A 
chain store tax bill has been intro- 
duced in the South Carolina general 
assembly by the house merchants and 
mercantile committee. T. W. Cox, 
chairman of the committee, said the 
graduate tax under the committee 
bill would range from $200 a store 
for a two-store chain to $300 a store 
for a chain of ¢ over 250 stores. 


For a fresh automotive e viewpoint, 
read George M. Slocum’s “A Word in 
Edgewise.” 
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for January 
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46 STATES FOR JANUARY, 1938-1937 


Complete cumulative figures appear each week until all 48 states are shown. 


STATES 


38 | 
87] 
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"38 
37 
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38 | 
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Total, 40 States 
for January 
California 
lowa 
Louisiana 
Massachusetts 
Mississippi 
“Wisconsin 


*Total 46 States 
for January 
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1419 
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States still to be shown are: 
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Kansas, New York and Ohio. 
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Passenger ei Registrations 


46 Maia for January, 1938-1937 


Make 
| Ford 
Chevrolet 
| Plymouth 
| Buick 
| Dodge 
Pontiac 


1938 
31,912 
30,080 
14,578 
8,924 
6,347 
5,843 
5,362 
3,090 
2,756 
2,496 


Studebaker 


Lincoln 


Pierce-Arrow 
Miscellaneous 





1937 
55,863 
46,613 
34,651 
11,816 
17,131 
12,616 
12,021 
5,006 
4,980 
6,896 
3,832 
3,899 
3,983 
1,387 
2,542 
2,033 
781 


Unit Loss 
23,951 
16,533 
20,073 

2,892 
10,784 
6,773 
6,659 
1,916 
2,224 
4,400 
1,449 
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379 


226,456 





ADN Production 
Estimate 


Despite a 
slight dip to 
53,000 units this 
week, produc- 
tion of cars 
and trucks in 
the near fu- 
ture is expect- 
ed to take an 
appreciable 
upswing. The 
current week’s 
output com- 
pares with a 
total of 57,386 
units last week 
and 128,198 in 
the same week 
a@ year ago. 
General Mo- 
tors’ total rose 
slightly to 22,- 
796, as did 
Chrysler di- 
visions, from 
10,445 to 10,800 
units current- 
ly. Ford, on a 
breather, 
turned out 
roughly 10,000 
units, ADN 
estimates. 
Packard’s 1,200 
led the inde- 
pendents, with 
Studebaker a 
close second. 


Toll Continues Drop 
WASHINGTON. — Continued re- 





duction in the number of traffic 
fatalities is reported this week by 
the U. S. census bureau. In 129 
major cities during the week ending 
Feb. 19 there were 144 deaths, 38 
fewer than in the corresponding 
period of last year. 
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Over 100 Firms 
Plan Displays at 
ASTE Convention 


DETROIT.—Well over 100 firms 
have already scheduled space for 
exhibitions during the annual na- 
tional meeting of the American 
Society of Tool Engineers to be 
held here at Convention Hall, 
Mar. 9-12, inclusive. In conjunc- 
tion with the meeting will be the 
ASTE machine and tool progress 
exhibition. 

Among those listed to speak 
during the eventful three-day 
program are Dr. J. E. Abbott, 
president, Physicist Research Co.; 
Harry T. Woolson, Chrysler ex- 
ecutive engineer; R. V. Hutchin- 
son, Oldsmobile designing engi- 
neer; F. J. Malone, Hercules Mo- 
tors official; Edwin Johnson, 
Packard's manager of cost studies; 
P. W. Brown, general factory 
superintendent, Wright Aeronau- 
tical Corp.; Tom Higgins, pur- 
chasing agent, General Electric, 
and A. H. d’Arcambal, Pratt & 
Whitney consulting metallurgist. 

Ralph Flanders, president, Jones 
& Lamson Machine Co., will be 
principal speaker at the dinner. 


havniTiaA 


INDUSTRIAL 
COMPRESSOR 


USES NICKEL ALLOY IRON 


The increased use of gasoline en- 
gines for industrial purposes, ne- 
cessitates special construction as- 
suring maximum power for ex- 
tended periods of time. Of the 
important producers in the field, 
an old established engine builder, 
is the LeRoi Company, maker of 
engines for oil field work, fire en- 
gines, pumping, generators, etc. 
Among recent app ications for in- 
dustrial locomotive work is one in 
which the engine is close-coupled 
with an air compressor built into 
its front end. This compressor, 
driven by means of a connecting 
rod attached to the engine crank- 
shaft, is unusually compact. For 
such gruelling service, the manu- 
facturer specifies only the best 
materials available. Great strength 
and unusual resistance to wear is 
assured by the use of Nickel al- 
loy iron for cyl- 
inders and cylin- 
der heads. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York, N.Y. 





ADN Motor Share’ 
Averages Follow 
Irregular Course 


By C. J. Alexander 
Wall St. Correspondent, ADN 


NEW YORK. — The trend of 
dividend payments in the auto- 
motive industry continues down- 
ward and the reason is not hard 
to find. The law placing a tax 
penalty on that proportion of net 
earnings of corporations not dis- 
bursed to stockholders has made 
regular quarterly dividend rates 
almost a thing of the past. 

And early in the year, particu- 
larly when the outlook for the re- 
mainder of the year is obscure, 
as at present, there is a growing 
tendency on the part of corpora- 
tions to hold their dividends 
down or omit them entirely, as 
did Chrysler. In former days, the 
omission of a quarterly dividend 
was a strong indication that there 
would be no dividends for some 
time to come. 

Under the present tax laws, the 
omission or reduction § simply 
means that the companies in- 
volved simply are conserving 
their cash for the time being. 
Likely as not, payments may be 
made in the succeeding quarter. 

One effect, of course, is to cause 
rather unusual price fluctuations | 
in the stocks of corporations be- 
cause of the varying dividend 
rates from quarter to quarter. | 
This explains the sharp drop in 
Chrysler on the morning after an- 
nouncement of the omission of the 
dividend. This action by Chrysler 
doesn’t mean that Chrysler won't 
pay anything this year. It must} 
be taken into consideration that) 
Chrysler has paid $22 a share to 
stockholders in the last two years 
out of per share earnings for the| 
two years of $25.91. 

Car and truck manufacturers in | 
February declared dividends call- 
ing for the payment to stockhold- | 
ers of $14,000,000. While a sizable} 
amount in itself, it falls short of | 
the $20,418,000 declared in the 
corresponding month of last year. 
For the first two months of the} 
year, dividend declarations by 
these companies amounted to $15,- | 
570,000, comparing with $21,538,000) 
in the like period of 1937. 

Parts and accessory companies, | 
the dividend record of which for 
1937 made a more favorable com- 
parison with 1936 than that of the 
car and truck companies, now 


Capitol Cheered 
By Increase in 
Automotive Jobs 








| 
} 


WASHINGTON. — Official 
Washington was cheered by ad- 
vices from Detroit, quoting G. R. 
Harris, general superintendent of 
the public welfare department, 
as estimating that 30,000 men 
have returned to work in 23 De- 
troit automotive plants within 
the last month. 

It is felt here that this is proof 
the swing back to employment 
in the automotive industry, for 
which the administration ardently 
hopes, is well under way. 


| for February was $4,390,000, as 





Diamond T Declares 
Usual 25c Dividend 


CHICAGO. Continuing un- 
broken record of the company, 
Diamond T this week declared the 
usual dividend to 25 cents per 
share, payable April 1 to stock of 
record March 18. 


CCC's Bis Dividend 


BALTIMORE.—Commercial Credit 
Co. declares its regular quarterly 
dividends of $1 per share on com- 
mon stock and $1.06% per share on 
the 4% per cent cumulative con- 
vertible preferred stock. Both divi- | 
dends are payable on Mar. 31. 
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Wall Street Blames Tax for Dividend Trend 


have sharply reduced their decla- 
rations until the prospect for the 
year becomes clearer. Their total 


against $19,900,000 a year ago. 
For the first two months, the 
parts and accessory group de-| 
clared dividends calling for the 
payment of $5,510,000, comparing 
with $22,790,000 in the like 1937 
period. 

Total for the industry in Feb- 
ruary was $18,390,000, as against | 
$40,318,000 a year ago, and for! 
the first two months was $21,080,- | 
000, as against $44,328,000. 

Prices of motor shares in the 
stock markets have continued 
during the past week to follow an 
irregular course. Passenger car} 
and truck stocks are below a week 
ago, in the average, but parts and 
accessory shares are slightly! 
higher. Tire and rubber shares are | 
off. 

The ADWN stock price averages) 
for Mar. 2 compared as follows} 
with the week preceding and a| 
year ago: . 








Year 
Ago 


Last This 
Week Week Change 
24 Motors .. 25.00 24.22 —0.78 51.25 
10 Car-Truck Co’s...25.21 24.28 0.93 53.00 
10 Parts-Access. ...21.31 21.46 +-0.15 40.80 
4 Tires-Rubbers ..24.30 23.20 1.10 44.71 
The earnings reports of the tire 
companies thus far available are 
generally favorable when the 1937 
trend of commodity prices are 
concerned. 


Superhighway Bill 
Killed in Senate 


WASHINGTON. — Virtual de- 
mise of the Bulkley bill, pro- 
viding for construction of an 
eight-billion dollar system of 
| transcontinental superhighways, | 
was seen this week with the| 
pigeon-holing of the bill in the) 
| postoffice committee. 

The bill was placed with this| 
committee after a 38-36 vote in 
the senate, taking the measure} 
from the banking and currency 
committee. 

The plan has_ been 
the AAA and the 
Trucking Assns. 





fought by | 
American 


| than 


Last Minute Wall Street Wires 


From C, J. ALEXANDER 
Wall Street Correspondent, Automotive Daily News 


NEW YORK, Friday, Mar. 4 


(3:10 P.M.)—With little stimu- 


lating news, stocks rallied feebly in today’s market, then 
settled to opening levels as trading closed. Automotive 
stocks followed the general trend, despite news of GM’s 
impending jump from three production days a week to 


four. 


N. J. Finds Rise in Crashes 
Due to Faults of Cars 


TRENTON, N. J.— Sharp 
creases in the number of motor 
vehicle accidents and _ resultant 
fatalities directly traceable to me- 
chanical defects of vehicles in- 
volved is revealed in a recently 
completed statistical summary of 
the 1937 accident record, compiled 
here by the state motor vehicle 
department. 

The figures are of particular in- 
terest since the state this year 
launched a comprehensive com- 
pulsory motor vehicle inspection 
program through which it hopes 
to curtail this type of accident 
cause. 

Faulty brakes, according to the 


|} summary, were the cause of 1,631 


accidents in New Jersey last year, 


248 more than the preceding year | 
and an increase of 475 over 1935. | 


Fifty-nine fatalities and 625 non- 
fatal injuries were attributed to 
this accident source. Improper 
headlights were listed as_ the 
reason for 502 accidents, 17 more 
in 1936 and 42 more than 
1935. The death toll last year 
from this type of accident was 
17 and 257 non-fatal injuries re- 
sulted. 

“Tail-light out or obscured,” the 
summary showed, caused 444 ac- 
cidents last year, resulting in the 
loss of 10 lives and injuring 213. 


in-| 


| terminals 





Defective steering mechanism 
was said to have caused 242 ac- 
cidents, 53 more than in 1936, with 
five fatalities and 98 injuries re- 
sulting. Puncture or blow-outs 
were responsible for 363 acci- 
dents, 16 of which were fatal and 
189 causing injuries. Other known 
mechanical defects last year were 
traced in 141 accidents, 40 more 
than the previous year, and of 
which six were fatal. 

A total of 66,941 vehicles were 
involved in accidents last year, 
an increase of 7,927 over 1936 and 
15,341 more than 1935. 


Trucking News to Run 


New Mich. Freight Guide 


DETROIT.—Don B. Smith, gen- 
eral manager of the Michigan 
Trucking Assn., has announced 
that a new edition of the Ship- 
pers’ Motor Freight Guide will 
be incorporated in the March 
issue of the Michigan Trucking 
News. 

The guide lists all common car- 
rier lines operating in or into 
Michigan, together with their 
and the points they 
serve direct. Numerous changes 
have occurred in the past few 
months in the operating rights 
of many truck lines. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, 


FRIDAY, MARCH 4, 1938 


(Furnished by Wm. C. Roney Company, Union Guardian Bldg., Detroit) 


NEW YORK 


Allis-Chalmers Mfg. 
American C. & F. 
American Chain 
Auburn Auto 
Bendix Aviation 
Beth. Steel 

Bohn A. & B. 
Borg-Warner 

Briggs Mfg. 

Budd Mfg. Co., E. G 
Budd Wheel Co. : 
Chrysler 

Clark Equip. 
Cleveland Gr. Br. 
Collins & Aikman 
Com. Credit 
Commercial Inv. T. 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright 
Diamond T Truck 
Du Pont de Nemours 
Eaton Mfg. 

Electric Auto-Lite 
Electric Storage Battery 
Evans Products 
Federal Motor 
Firestone T. & R. 
Gabriel Co. A 
General Electric 
General Motors 
Glidden 

Goodrich, B. F. 
Goodyear T. & R. 
Graham-Paige 

Hayes Body Corp. 
Houdaille-Hershey B 
Houdaille-Hershey A 
Hudson Motor 
Hupp Motor 
International Harvester 
Johns-Manville 
Kelsey-Hayes W. 
Kelsey-Hayes W. B 
Lee Rubber & Tire 


Last Sale 1938 
Mar. 3 Feb. 25| High 


42 
21% 
2445 
29 
48), 
21% 
14 
7% 
12 
447%, 
4%) 52 
55% | 23%, 
20 3 
23% | 20% 
36 4 
42, 35 
1% 11% 
4, 7% 
16% ay, 
74| 13% 
120 13% 
18 48/2 
20 23%, 
352 
109% 
1 3, 


45 
2512 
15 
13 
59 
255, 
235% 
5. 


3%, 


Libbey-Owens-Ford Glass 
Ludlum Steel 
Mack Trucks (1) 
Marlin-Rockwell 
Midland Steel 
Motor Products 
Motor Wheel 
Murray Corp. 
Nash Kelvinator 
Pacific Mills 
Packard 
Raybestos-Manhattan 
Reo Motor 
Republic Steel Corp. 
Socony Vac. 
Sparks-Withington 
Spicer Mfg. 
Stewart-Warner 
Studebaker 
Thermoid Co. 
Thompson Products 
Timken-Detroit 
Timken Roller Bear. 
U. S. Industrial Alcohol 
U. S. Rubber 

_ Westinghouse E. & M. 
White Motors 


Last Sale 


NEW YORK Mar. 3 Feb. 25 


35% 
194 
22% 


Axle 


Willys-Overland 


15% 


Yellow Truck 


Young Spring & Wire 


Asbestos 


CHICAGO 
Mfg. 


Bendix Aviation 
Borg-Warner 
Houdaille-Hershey B 
Modine Mfg. 
Perfect Circle 


Pines 


Winterfront 


Woodall Industries 


Ex-Cell-O Aircraft & Tool 
Federal Mogul 
Murray Corp. 


Mar. 3 Feb. 25 
12% 


DETROIT 
9Y; 


Timken-Detroit 








U. S. Rubber Co. 
Plans Changes 
In Capital Setup 


NEW YORK.— United States 
Rubber Co. stockholders will meet 
here for a special session Mar. 
31, to decide on a new $75,000,000 
first mortgage bond issue and to 
vote on a reduction in capital de- 
signed to wipe out existing profit 
and loss deficits. 

If authorization is secured, the 
company intends to call for re- 
demption $50,000,000 of 5 per cent 
first and refunding mortgage 
bonds and thus eliminate the 
many restrictive provisions con- 
tained in that mortgage. 

Preliminary discussions indicate 
the company can sell at this time 
approximately $45,000,000 of the 
new first mortgage bonds at in- 
terest less than 5 per cent. Pro- 
ceeds would be applied to retiring 
existing bonds. In order to re- 
deem present 5 per cent bonds 
July 1 it will be necessary to give 
notice of redemption on or before 
April 2. 

A proposed reduction in capital 
would be carried out by change in 
common stock from no par to $10 
par, creating capital surplus 
against which would be written 
off $57,662,405 goodwill and pat- 
ents and $2,500,000 premium re- 
quired for redemption of 5 per 
cent bonds and further reserve of 
$11,000,000 set up to reduce value 
of idle plants to estimated cash 
recovery value. 

At the same time the company 
reported for 1937 a net income of 
$8,607,902 after charges, taxes and 
inventory adjustments, equal af- 
ter preferred dividend require- 
ments to $2.27 a common share, 
against $10,172,484, or $3.31 a com- 
mon share in 1936. 

Income after all current charges 
except inventory adjustments and 
income taxes in 1937 was $11,765,- 
127, compared with $13,280,021 in 
the peoceding year. 


Ch rysler, Briggs 


Increase Hours 


DETROIT.—In a move designed 
to increase efficiency and operat- 
ing economy, the Jefferson and 
Kercheval plants of the Chrvsler 
Corp. and the Briggs Mfg. Corp. 
here have lengthened their work- 
ing weeks while reducing the 
number of men employed. 

Chrysler will go on a longer 
working week of from 3%. to 
four days, with the laying-off of 
900 workers; while Briggs went 
on a straight 32-hours of four 
eight-hour days, laying off 2,500 
men to put the system into effect. 

The move, which will neces- 
sarily fatten the pay envelopes of 
the men working, has thus far 
been accepted unanimously by the 
unions. 


Safety Glass ‘Required 


In New Washington Law 


SEATTLE.—The new Washing- 
ton state law, providing for safety 
glass, is in effect. It is now un- 
lawful to operate upon the public 
highways any motor vehicle reg- 
istered in the state, which shall 
have been manufactured or as- 
sembled after Jan. 1, 1938, unless 
such vehicle shall be equipped 
with safety glass wherever glass 
is used in partitions, doors, win- 
dows and windshields. 

It further provides that it shall 
be unlawful to sell any such mo- 
tor vehicle without safety glass 
where such vehicle has been man- 
ufactured or assembled on and 
after Jan. 1, 1938. 


Declares Dividend 
HAGERSTOWN, Ind.—The regu- 
lar quarterly dividend of 50 cents 
per share on 162,500 shares of com- 
mon stock outstanding has been de- 
clared by the Perfect Circle Co. The 
dividend is payable April 1. 





Sparks 
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To Seek Rate Boosts 
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what makes the wheels go round, ; 
after which they will settle down | 
to learning the details of the busi- 
ness as taught them by Chevro- 
let’s specialists. They’ll be taught 
business management first and 
then how to conduct an agency, 


how to sell cars and how to lick | 


the various problems that con- 
stantly face the automobile dealer. 
After being put through this 
course of sprouts, they’ll graduate 
with a better knowledge of the 
business than their dads had 
when they took over Chevrolet 
franchises. 
ES * 
I CAN SEE a lot of good in 
this latest Hollerism, “teaching 
the young idea how to shoot.” At 
their impressionable age, these 
lessons are going to sink deep 
and Sonny is going back to Pop 
well educated in the principles of 
sound business management and 
should be thoroughly competent 
to carry on when the old man lets 
him slip into his shoes and carry 
the torch for Chevrolet. Holler 
thusly is laying the foundation 
for a dynasty that will be so 
strongly pro-Chevrolet that when 
the present chief sales executive 
of the parent company puts on 


* 


his carpet slippers, dons a bath- | 


robe and settles into a comfort- 
able chair in front of a cheerful 
wood fire, his work done, the next 
generation will 
lit by Holler. 


By that time, 


Dealers in Akron | 


Hold 2-Day Used 
Car Mardi Gras 


AKRON.—A newspaper promo- 
tion in co-operation with 32 
Akron automobile dealers and 
under the supervision of Harry 
Bennett, secretary of the Akron 
District Automobile Dealers 
Assn., started an cpen-air used 
car mardi gras here Thursday. 

With the co-operation of the 
city all parking facilities in a 
blocked-off downtown _ section 
were canceled for the two-day 
affair, during which nearly 100 
bargain used cars were on dis- 
play. In the face of bitter 
weather, more than 15 deals had 
actually been completed by late 
afternoon Thursday. 


700 rooms, each with radio loud- 
speaker, circulating ice water, bed- 
head reading lamp, bath and shower. 
Rates from $3 to $6 single. 


carry the torch | 








though, the boy of today will have 
become the man of tomorrow and 
the little acorn will have become 
the giant oak. 
* * an 

BOTH FRANK SEIBERLING 
and the late Harvey Firestone | 
practiced what Holler is now 
preaching, the son following in 
the father’s 
footsteps. In the 
case of the lat- 
ter, he taught | 
Harvey Fire-| 
stone jr. all the 
ins and outs of 
the tire busi- 
ness so the 
young man was 
fully qualified to 
take up the 
father’s heavy | 
burden when} 
e Gri m| 

Reaper called. Seiberling has 
not waited until he got to the end 
of the road to step aside and shift | 
his responsibility to the youngster 
he so carefully trained. While he | 
has given up the presidency of | 
his company to become chairman 
of the board, he has definitely 
shifted all responsibility for the 
operations of his company to his 
son, J. Penfield Seiberling, who 
assumed the presidency last week 
and all that goes with it. But} 
the youngster has had a thorough | 
training working for the com-| 
pany, climbing the ladder rung} 


J. P. Seiberling 


| by rung, before he got the big job. 


* * * 


NO ONE DENIES the right of 
Frank Seiberling to retire at 78, 
although that retirement is re- 
gretted by those who have fol- 
lowed the active career of a man | 
who during the life of the auto- 
mobile industry has been one of | 
its leaders in the tire field. In his 
earlier years he led Goodyear to} 
the forefront and at 61 he had} 
the courage to make a fresh start | 
emi the company named after | 

1im. 

In his twilight years, this vet- | 
eran is going to derive a lot of 
satisfaction looking back over his 
great contribution to motoring, 
the years of work he put in in de- | 
veloping the Lincoln Highway, the | 
first of the transcontinental | 
routes. Like Col. Albert A. Pope 
of bicycle fame, he believed that | 
without roads there would be) 
only a limited market for bicycles | 
and automobiles, so when Carl | 
Fisher first sprung his idea of a 


States 


MORE bevy 


firsia J 


+ 


Baltimore’s finest 
hotel has gained an 
enviable reputation 
for munificent 
hospitality . . . a 
heritage from the 
gallant men who 
founded Baltimore 
more than three 


centuries ago. 


| miles out from Indianapolis. 


LORD BALTIMORE | 


BALTIMORE, | 


| John N. Willys. 


| Bement, 


| trouble. 


| motoring. 
true as to the sign-boarding of 


| instructions, 


| and raining, too. 
| their way until they came to a) 


| ways. 
| Their headlamps disclosed a pole 


transcontinental highway, Frank 
Seiberling joined up, chipping in 
not only with financial support 
but his time and energy, which | 
counted more than money. 

+ * + 


THE LINCOLN HIGHWAY is 
completed and has been for the 
past decade. It cost $75,000,000 to 
build those 3,100 miles of roads} 
from New York City to San Fran- | 
cisco, exclusive of the Holland 
Tunnel from New York to New 
Jersey, which is part of the trail. | 
The association spent $750,000 in| 
promoting the idea. | 

The Lincoln Highway Assn. still | 
is a going concern but moribund, 
existing only for the purpose of | 
riding herd on the trail as a con- 
sultant when needed. And this 
Frank Seiberling still is presi- 
dent. He succeeded Henry B.| 


| Joy in 1917 when the latter went | 


into the World War, but retired 
in favor of Newton Gunn, then 
vice-president of United States 
Rubber and president of United 
States Tire. When Gunn retired 
because of illness, Seiberling 
again took over. 
* 

FOUR OF THE board have 
died since the association ad- 
journed, the board meeting sine 
die in 1928—Henry B. Joy, Roy D. | 
Chapin, W. O. Rutherford and 
Carl Fisher still | 
is a vice-president. So is Austin | 
now the Bement of | 
Grace & Bement, the Detroit ad- | 
vertising agency handling Hup- | 
mobile, Federal Truck and sev-| 
eral other automotive abveetioins | 
accounts. As secretary for sev-| 
eral years, during the highway’s 
formative stage, Bement went off 
the job and onto the board, leav- 
ing it up to Gael S. Hoag, now of | 
Oakland, Calif., to carry on as| 
secretary. 


* * 


* * * 


THERE WERE two outstand- 
ing features of the development 
of the highway. One was the 
building of the Goodyear stretch 
through Utah, for which Seiber- 
ling, as president of Goodyear, | 
contributed $266,000. After build- | 
ing the road the state of Utah re- 
fused to service it because of a| 
squabble over routes and it never 
was used. 

The other one was the construc- 


| tion of the Ideal Section of the 


Lincoln Highway, a mile stretch 
running through Dyer, Ind., which 
is within a stone’s throw of Chi- 
| cago. This was built 18 years ago | 
and was planned as a model for 
road builders of the time. It was 
built of concrete, electrically 
lighted, and with ditches graded 
so there was no danger of run-| 
ning off the road and getting into | 
It was President Gunn 
who built this stretch with $150,- 
000 contributed by the United 
Rubber Co. 
” ea * 

WHEN ONE looks back over 
the years and realizes the bene- 
fits derived by the present gen- 
eration through the pioneering of 
the Fishers, the Joys, the Seiber- 
lings, the Waldons, the Chapins 
and the Gunns, who come under 
the pioneering classification, one 
is fully appreciative of their con- 
tributions to the advancement of 
This is particularly 


the highways like we have today. 

It used to be that you had to 
have a Blue Book with its printed | 
“Turn west at red 
school house, go two miles, then 
turn north.” Now all you do is to 
go to a gas station or the auto- 
mobile club and get a map show- 
ing numbered routes, and you fol- 
low the number to your destina- 
tion. 

Eo * 

CARL FISHER tells the story 
of the time, 20 years ago, when 
he and two friends drove nine | 
It | 
was dark when they started home | 
They guessed | 


* 


turn where the road forked three | 
Then they were stuck. | 


with a sign on it. It was too 
| high up to read the sign, so the 
three matched to see who would 
climb the pole and read the line. | 
Fisher lost. By hard climbing he | 
reached the top and by the light | 
of a match he read, “Chew Battle | 
Ax Plug.” 


|}tee of 


| put 


Special to Automotive Daily News 

WASHINGTON.—Anticipating 
that the railroads soon will be 
granted general freight rate in- 
creases by the interstate com- 
merce commission, organized mo- 
tor trucking interests are map- 
ping a program for 
which will maintain the present 
rate relationships. 

The national revenue commit- 
the 
Assns. has made it plain to the 


ICC that the truckers, too, are in| 


dire need of larger revenues to 
meet higher costs of doing busi- 
ness and to maintain adequate 
and safe service. 

Details of the ATA plan are not 


disclosed, but it is understood its | 
committee will file, on the day of | 
| the rail rate decision, 
petition for the entire common | 


earrier industry seeking special 


| permission from the ICC for a 


master tariff. Published by ATA 
and revising rates on numerous 


| commodities, the tariff could be 


into effect on less than 30 
days’ notice, according to the 


plan. 


Tariff agents have unanimously | 
approved the committee’s course. | 


Statistics for the last quarter of 


1937 show that Class 1 motor car- | 


riers, those having a gross reve- 


Sales Record Set 

YOUNGSTOWN, O.—The highest 
mark in the history of the Sharon 
Steel Corp. earnings was reached in 
1937 with a sum of $1,345,810 after 
all charges including federal 
were paid, it is announced. 
compares with $1,272,246 in 
After deducting $249,287 for 
ferred dividends, the earnings 
equal to $2.82 a share for 
387,774 shares of common stock out- 
| standing. 


This 
1936. 
pre- 
are 


increases | 


American Trucking | 


a general | 


taxes | 


the | 
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nue of $100,000 a year or more, 
failed to meet their operating ex- 
penses by an average of 15 per 
cent. A committee spokesman 
comments: 

“The trucking industry must 
get an increase in rates or there 
will be no trucking industry.” 


‘Employment Even 


But Payrolls Sink 
In Steel Plants 


YOUNGSTOWN, O. Despite 


| low operations in the mills and 


plants of the Youngstown district 
the number of employes on the 
payrolls of the concerns has de- 
clined very slowly during Jan- 
uary and is being kept almost 
constant during February. Pay 
rolls, however, declined sharply 
and at present are about 50 per 
cent lower than they were a year 
ago, despite higher wage rates. 

The Ohio State University 
| Bureau of Business Research 
found that total employment in 
Youngstown declined 10 per cent 
from December, while for the en- 
tire state the decline was 11 per 
cent. 

Mills are sharing work as much 
|as possible and are carrying a 
large number of men on their 
rolls who probably receive as low 
as two days pay for the entire 
month. They are not discharged, 
however, and will return to their 
jobs as soon as conditions im- 
prove. 

Steel output here this week will 
be 30 per cent with finishing mill 
schedules somewhat _ indefinite. 
February shipments and incom- 
ing business are reported slightly 
| better than that of January. 








6 Convenient Flights 


Chicago— 
New York 


Also frequent schedules to 53 other cities 


e@ There are six flights daily to New York via Buffalo 
—the comfortable lake-level route—and six to Chicago. 


Each one flown with giant 


21-passenger Flagships with 


deep-cushioned lounge chairs. And delicious, piping- 
hot meals are served free of charge by American’s 


charming stewardesses. 


Or—does your business take you to St. 


Louis, Tulsa, 


Dallas-Ft. Worth—and on through the Southwest to 


California? Then, fly 
nature-favored route 


American. 
the greater-comfort, all-year 


It takes you by the 


route through Southern Sunshine! 


And whewever you go, you avoid hours of tiresome 


travel by going 


American. 


your destination 


Reach 


hours caries ‘rr, re ans d in mind and body. 


FOR COMPLETE INFORMATION AND RESERVATIONS 
CALL PINGREE 7000 
Ticket Office—1265 Washington Bivd. 


St.Louis ¢) 


AMERICAN AIRLINES, mc. 
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PENOBSCOT BUILDING 


COOPERATING: 


46,000 Authorized Auto- 
mobile Dealers and the 
Following Manufacturers: 


BUICK 
CADILLAC 
CHEVROLET 
CHRYSLER 
DE SOTO 
DODGE 
FORD 
GRAHAM 
HUDSON 
HUPP 
LaSALLE 
LINCOLN 
LINCOLN-ZEPHYR 
NASH 
OLDSMOBILE 
PACKARD 
PLYMOUTH 
PONTIAC 
STUDEBAKER 
WILLYS 


Also these Advertising 
Agencies: 


Lee Anderson Advertising Co. 


N. W. Ayer & Son, Inc. 
Brooke, Smith & French, Inc. 
D. P. Brother & Company 
Campbell-Ewald Company 
J. Sterling Getchell, Inc. 


Geyer, Cornell & Newell, Inc. 


Grace & Bement, Inc. 
Arthur Kudner, Inc. 
McCann-Erickson, Inc. 


MocManus, John & Adams, Inc. 


Roche, Williams and 
Cunnyngham, Inc. 
Ruthrauff & Ryan, Inc. 
J. Walter Thompson Co. 
U. S. Advertising Corp. 
Young & Rubicam, Inc. 


NATIONAL USED CAR EXCHANGE WEEK 


SPONSORED BY AUTOMOBILE DEALERS AND MANUFACTURERS OF THE UNITED STATES 


February 18, 1938 
ANNOUNCEMENT TO THE AUTOMOBILE DEALERS OF AMERICA 


Gentlemen: 

During the past winter the used car, without question, has 
been a key factor in the business situation. But what do the records 
show? That both new and used cars begin to move in volume in March. 
After the back of the winter is broken and the first breath of spring 
is in the air. 


For the past 10 years, new and used car sales volume in March 
has been 60% greater than in February. That's why March has been 
selected for a concerted drive by the automobile industry--manufactur- 
ers, dealers and allied industries--to attack the used car situation. 


' The campaign will be known as NATIONAL USED CAR EXCHANGE WEEK 
--March 5 to 12. Dealer associations throughout the country have been 
advised of the program. A portfolio giving you the complete program 
will be in your hands in a few days. 


The campaign will be backed by a $1,250,000 program of news- 
paper, radio and outdoor advertising and other promotion which will be 
entirely paid for by the manufacturers. 


It represents a desire on the part of the manufacturers to 
start the wheels moving by assisting dealers to "trade down" the 
inventory value of used car stocks by selling the public on the advan- 
tages of "trading up" to a better car--while stocks are high, prices low. 


The advertising program which has been approved for the cam- 
paign will be signed: "SPONSORED BY THE AUTOMOBILE DEALERS AND MANU- 
FACTURERS OF THE UNITED STATES." 


This is a great opportunity for you. Watch for the dealer 
plan book coming to you and organize your efforts to take full advan- 


tage of this great program. 


Very truly yours, 


Vice-President and General Manager 
AUTOMOBILE MANUFACTURERS ASSOCIATION 





